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THANKSGIVING NUMBER —— EDITORIAL 


OU indeed should be thankful in the fact 

that you are a member of the Retail Credit 
Men’s National Association, that you are a 
credit man or interested in credits. Credit 
means trust, trust means confidence, confidence 
means putting you on your honor, and when 
honor ceases the world will become a degen- 
erate populace. The credit man strives to up- 
hold honesty. The world must be honest. 

We have formed this great organization in 
an effort to co-operate, to put the man in Maine 
next to some dead beat in California, to tell 
each other all we know that is bad to mercan- 
tile society. We are not living in an age of a 
few individuals, jealous, narrow minded, 
pleased to learn of some fellowman’s misfor- 
tune at being stung by some crook. In our 
association no such thing exists. We are a set 
of men working, it is true, for individual prof- 
its, but in case of foul play on the part of one 
we trusted, watch us arise in a body to pro- 
tect our fellow credit men. 

Furthermore, we should be thankful to have 
for our President a man of vast experience, a 
man of high character, of generous disposition 
and kind heart, and with it all a most modest 
man whom you may all count upon being your 
friend. 


You also should be thankful for the fact that 
you are a member of our 1915 National Boost- 
ers Club, TEN THOUSAND MEMBERS. 
This club is, in fact, a branch of the Retail 
Credit Men’s National Association, and in real- 
ity it is this club that makes the growth of our 
National Association possible. As an infant 
crawls and eventually learns to stand alone, 
it is then he begins to feel proud. Presently 
as time goes on and he looks back into his baby 
days, never with regret, but pleasure, he is 
pleased with his great growth, so it is, gentle- 
men, with you and I and our National Asso- 
ciation. As our thoughts wander back to our 
infancy in 1912 we should be thankful for the 
great progress being made, due solely to our 
Boosters’ Club, with each man doing his duty. 
I wish each and every member of the Retail 
Credit Men’s National Association a successful 
month and am truly thankful to be your Sec- 
retary. 

Here’s to the credit man with lots of nerve, 
And that from his duty he may never swerve. 

Working hard to gain an end 

That will eventually make us better men 
To uphold our National Aim steadily, steadily 

trying to gain our 
Ten Thousand Membership by 1915. 


DAVID J. WOODLOCK, OUR PRESIDENT 


Our leader, our captain, our idol and as long as your Secretary holds office he will con- 
tinue to praise the man who is doing more to bring about and bind together the credit men of 


this country than any man who ever lived. 


I sat along side of this gentleman, so apparently 


at ease, as he took his office and I could read the expression on his countenance denoting deter- 
mination. Those who have never met Mr. Woodlock cannot conceive the vast power thrown 
into this organization by having him our President. He is more than President. He is the 
very life of our fast growing organization. He stimulates us all on to victory. His kindly 
magnetic powers are felt from coast to coast. Every member of our Association will be doubly 
repaid in making the trip to our convention if for no other reason than to meet the man who 
in later years will go down in history as the man who put the dead beat out of business, as 
the man who literally forced this great populace to become honest and pay up, and as the man 
who accomplished putting through laws that will live long in the memories of our successors 
and will be of great material benefit to the in-coming generation of young credit men. 

Now, as a token of esteem to Mr. Woodlock, let us remove the mask of “LET SOME 
OTHER FELLOW DO IT” and push in and help him. He extends to all an invitation to 
climb upon his band wagon. There is plenty of room. Do not be content to look on, get in 
the fight yourself, show him that you are his lieutenant and see how quick he takes notice. 
This at least is one way of proving our loyalty to the one who is so deserving and who is 
filling the office of president as a real president should. 


S. L. GILLFILLAN, OUR RETIRING PRESIDENT 


It is a fact that as the world revolves at such a rapid pace that it seems to be the prevail- 
ing fashion to forget the past. Gentlemen, in this instance it should not be so. 

We owe practically our very existence to Mr. Gillfillan. This gentleman is really the 
Christopher Columbus of the Retail Credit Men’s National Association. He worked to form 
its foundation. He was the engineer who guided us through its early life when the roads 
were not so smooth as they are to-day. He built the bridges that allowed us to pass over 
the rough spots in our pioneer days. A man of this calibre should not be allowed to be for- 
gotten or to forget himself. His ability as a worker is beyond words of expression. His un- 
tiring effort deserves great praise. He was at the gun for two years and his markmanship was 
wonderful in putting into effect great plans that have developed into an organization such as it 
is today. No tribute is too great to be paid to our Ex-President, S. L. Gillfillan. 


1915—Booster’s Club—Ten Thousand Members—1915. 
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BANKRUPTCY AMENDMENTS 
W. B. Marr, Nashville, Tenn. 


Mr. President and Members of the Retail 
Creditmen’s Association: 


The “Saturday Evening Post,” August 15th 
issue, comments on how strong the bankers 
are in this country because of their excellent 
organization. Every city has an active asso- 
ciation in touch with the National body. Any 
question that broadly effects banking, and the 
bankers will promptly get their views of it 
before the country and before Congress. 

There are, according to statistics, 56,000 
bankers in the United States, and there are 
1,200,000 retail merchants, or a difference 
numerically of 20 to 1 retail merchants. We 
cannot say that we have one-tenth the influ- 
ence in organized work that the bankers have 
exercised by intelligent co-operation and or- 
ganization. We can be more effective than 
the bankers if we enlist our full number and 
arouse their enthusiasm and spirit in the cause 
of the common good. We should take more 
interest in legislative matters and not confine 
all our thought and efforts to buying and 
selling. 

You have started out in this organization in 
a small way and have done effective work 
during your short existence. Bankruptcy af- 
fects in some way every retail merchant in the 
United States. There are some changes and 
abuses which I desire to discuss before you. 

The present law is the fourth bankruptcy 
law we have had in the United States. ‘The 
first one was enacted in 1800 and repealed in 
1803. The second was enacted in 1841 and 
repealed in 1843. The third was enacted in 
1867 and repealed in the latter part of the 
70’s. The last one, which is the one in oper- 
ation, was passed in 1898 andamended in 
1903 and 1910, showing that the last has 
proved to be more permanent and satisfactory 
than any other of the bankruptcy laws. 

The present law is advocated by the Na- 
tional Association of Creditmen. They favor 
the maintenance of the present law, and want 
mo change, because same gives them a general 
assignment law throughout the United States 
and enables their creditmen to handle credits 
on a uniform scale and understand all their 
rights should failure follow a sale to any 
debtor. This is preferred to what formerly 
existed, when every state had a different assign- 
ment law, favors and preferences to the local 
over the non-resident creditors. 

To show you what national and co-operative 
work will accomplish, the creditmen in 1910 
desired certain changes, reforms and remedies 


Our officers are all live wires. 


in the bankruptcy law. To this end, they 
retained the professional legal services of Har- 
old Remington, who was then referee in Cleve- 
land, Ohio, and author of one of our leading 
text-books on bankruptcy. He was sent to 
Washington and remained there, presenting 
the amendments they favored with such ability 
and force that they were adopted. ‘These 
amendments related largely to the interests of 
the wholesalers. The main amendments that 
were made were the following: “That no 
receiver's fees were to exceed the fees of the 
trustee, which latter fees were fixed in the 
schedule on a reasonable basis.” But the rea- 
son this change was desired was prompted by 
the fact that many estates in large centers were 
often eaten up by exorbitant fees which were 
allowed receivers, and many estates continued 
indefinitely under receiverships, to the great 
detriment and loss of the estate, as there was 
no limit of fees that might be claimed by the 
referee. Under the amendment receivers have 
no temptation, as the fees allowed are very 
small compared with what they were before, 
and cases are closed more expeditiously along 
reasonable lines. 


VOLUNTARY PETITIONS 

Another amendment, allowing a corporation 
to file voluntary petitions, prior to 1910 it was 
necessary to get creditors to file an involuntary 
petition. ‘There was no good reason for this, 
and it allowed the basis for large fees to at- 
torneys, and two sets of fees, one to the peti- 
tioning creditor’s attorney against the bank- 


rupt, and the attorney for the bankrupt for | 


answering said petition. 

There is no good reason why a corporation 
that is insolvent and unable to go further in 
business should not voluntarily liquidate in 


bankruptcy, the same as an individual, and © 
Hence this recom- § 


costs saved for the estate. 
mendation was sought by the creditmen and 
adopted. 
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Another amendment relates to the classes of 7 


corporations which can be placed in bank- | 
Prior to 1910 only trading corpora- | 
tions, trading as merchants, could be placed | 


ruptcy. 


in bankruptcy, thus not allowing hotels, livery 


stables, selling agents and many others the 


right to bankruptcy: 

Under the amendment of 1910 all bars are 
let down and all corporations have the right 
of bankruptcy, as they should have, except 
municipal, railroad, insurance and banking. 


OF GREAT BENEFIT 
Another amendment allows the wife to be 
examined in all matters of her husband’s af- 
fairs. ‘This often will develop frauds and has 
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proved of great benefit in many cases. Still 
another, is that which gives the bankruptcy 
court ancillary jurisdiction over the property 
of the bankrupt. Prior to the amendment of 
1910 the trustee or receiver, in trying to re- 
claim property that may be hidden out or 
removed, would have to file a separate suit 
wherever the property might be found, in the 
local jurisdiction where the property was lo- 
cated. Now such may be brought in court 
where the bankruptcy petition is filed, and the 
court can issue process to any other jurisdiction 
in the United States, thus giving it power to 
extend its arms over the entire United States 
and bringing back to the estate the property 
that should belong in same. 

Another is, that our present law as amended 
in 1910 requires all conveyances or liens to be 
registered prior to the filing of the petition in 
bankruptcy, otherwise the holders of said 
mortgages and conveyances will have no prior 
rights, but will stand in the shoes of the gen- 
eral creditors. 


All the foregoing amendments, as you see, 
are very beneficial to the creditors and have 
caused a great saving of estates, reduction in 
fees, simplifying of proceedings and making 
more reasonable and rational many matters 
relating to the administration of estates. 


There are many matters that the retail mer- 
chant could have incorporated in the present 
bankruptcy law that will not be opposed by 
any interest of the wholesaler, but will meet 
with their co-operation. The interest of the 
retailer has never been considered in any of 
the amendments, because they have never been 
before Congress with any advocate or with any 
strength. We can start a movement and en- 
list the active work of all the members of the 
National Association of Mercantile Agencies 
and National Association of Retail Creditmen, 
their allied interests and trades, to the end of 
having amendments which will cure the abuses 
of this law, enacted into our present bank- 
ruptcy law. One of these amendments will 
relate to the question of discharge. Now a 
bankrupt can only receive a discharge once in 
six years under the law, but the law is con- 
strued that he may receive as many discharges 
as he files petitions, unless some creditor enters 
opposition to the granting of the discharge. 
This imposes a burden on the creditor to re- 
tain a lawyer, file specifications of opposition 
to the discharge, make bond for costs and other 
items of expense, when probably his claim will 
not total more than $10 to $25. As a result 
of this prohibitive tariff on the creditor, very 
few oppositions to discharge are filed, as the 


Help to rid society of undesirables. 





creditor feels that the expense of the game is 
not worth the candle. 

The amendment should change the law 
from discharge and make it that only one peti- 
tion can be filed in six years, and have the sec- 
ond petition dismissed by the creditor on notice 
being brought that a bankrupt petition had 
been filed by said bankrupt within six years. 
This would shift the burden from the creditor 
in the matter of costs to the debtor, and will 
cause a non-filing of many petitions that are 
now being filed. 

Many bankrupts file petitions about every 
eighteen months or two years, and get their 
discharges, which are good and binding and 
effective, and thus constantly making the bank- 
ruptcy court their paymaster for the neces- 
saries of life. 

PREVENTIVE COMPOSITIONS 

Another amendment which will be of great 
benefit is one that is termed preventive com- 
positions, which is now in force in Switzer- 
land, Belgium, England and France. This 
will provide a composition that will forestall 
bankruptcy. It is an arrangement by which 
bankruptcy proceedings may be avoided and 
the relations between the unfortunate debtor 
and his creditors satisfactorily adjusted, with- 
out subjecting him te the humiliation and 
ignominy of being adjudged a bankrupt. 

The salient features of the amendment are: 
A debtor who finds himself unable to meet his 
obligations may address a petition to the court, 
showing the facts upon which he bases his peti- 
tion, scheduling all his assets and a list of his 
creditors, with the amount of their claims, and 
his proposition for a composition with his 
creditors. 

If the court is satisfied that the debtor has 
acted in good faith, it will submit the propo- 
sition to the creditor, which, when accepted by 
a certain proportion of them and confirmed by 
the court, becomes binding on all. The debtor 
is exempt from suits and is not deprived of his 
property or the conduct of his business, and 
which may be continued under the supervision 
of the court. This can all be done prior to 
and without the adjudication in bankruptcy, 
and thus save the larger part of the costs that 
follow the estates in bankruptcy. 

Another amendment that can be proposed 
will relate to debts made for necessaries and 
have same exempted from discharge and pvt 
same in the class of claims of alimony, embez- 
zlement, and breach of trust which are now 
exempt from discharge. 

The act of 1867 allowed no one to file a 
petition in bankruptcy who did not owe more 
than $300. I think the same amount should 
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be embodied in our present law. In this way 
many bankrupts who file petitions and only 
owe retailers will be eliminated. 

And there are many more that could be 
fathered in the interest of retailers, and which 
can .be put on the statute books by strong 
co-operation in a national way. 

Many improvements can be wrought to the 
interest of the retailer if the same intelligent 
co-operation is applied by them as is done by 
the wholesaler. The wholesaler, through his 
association, investigates every bankrupt and his 
estate by examination of the bankrupt, and 
by having the secretary of the Creditmen’s As- 
sociation appointed receiver and elected trus- 
tee of as many estates as possible. In this way 
wholesalers have discovered many frauds and 
increased the assets of estates and hidden prop- 
erty that otherwise would be a loss to the 
estate. If the wholesaler can do this, why not 
the retailer, who has probably fifty times the 
number of accounts, and do likewise through 
its local association. You can have every 
bankrupt examined, and in most of the estates 
you can have your own receiver appointed by 
the court, and elect the trustee. You can stop 
many involuntary petitions from being filed 
and save costs to the estate by seeing that 
where the bankrupt is friendly to the proceed- 
ings that he file a voluntary petition, and thus 
save one set of costs. 

Recently a case of this kind came to my 
observation and experience, where a lawyer 
had his own client go around and solicit his 
creditors to file a petition against him, and the 
client was ignorant of the object of the lawyer, 
who was seeking for a chance to get a larger 
fee as attorney for the petitioning creditors, 
and also for some understudy in his office to 
act as attorney for the bankrupt. This was 
reprehensible conduct on the part of the attor- 
ney, and if the same were brought to the atten- 
tion of the judge he would disallow any fee to 
any attorney in cases of this kind. 

Oftentimes you can develop that the bank- 
rupt has insurance on his life payable to him- 
self or his estate, which has a cash surrender 
value which should be sold for the estate. 

On examination of the bankrupt, the ques- 
tion of insurance on the bankrupt can be put 
and elicit whether there is any property of this 
kind for the estate. By no examination, as 
occurs in 95 per cent of the cases, often valu- 
able assets are not discovered nor volunteered 
by the bankrupt. Another asset can often be 
brought to the estate by ascertaining the value 
of the homestead, which is often allowed to 
go by, as many think same is a fee estate, while 
it is only a life estate, and the remainder of 


Eliminate the slow pay. 


the estate can be sold by the trustee and 
brought into the estate. 

There is a case now pending in our local 
bankruptcy court of a case where the bankrupt 
mortgaged his property for $1,500 for a pre- 
existing debt, same having been mortgaged 
within four months of the filing of the peti- 
tion. The bankrupt in his schedule thought 
and indicated that the mortgage was good and 
valid against his general creditors but on ex- 
amination it was shown a preference and same 
will be set aside and all property thrown in 
the general estate for the benefit of all 
creditors. 

Cases of this kind if properly investigated 
will often develop assets. The case I men- 
tioned brought to the estate $400 in assets that 
otherwise would not have been known had 
there not have been a thorough examination of 
the bankrupt and of these mortgages to the 
creditors and their attorneys. 

The merchants can, where bankrupts have 
filed petition and failed to procure a discharge 
within the time allowed, and filed another peti- 
tion, enter opposition to the granting of a dis- 
charge on the claims scheduled in the first peti- 
tion, on the grounds of res adjudicata, and 
often will defeat claims and establish your own 
claims in suit and collect irrespective of the 
second petition. 

There are some errors prevalent among mer- 
chants in the matter of bankruptcy. One is, if 
you sue a bankrupt after he files his petition, 
but before he is discharged, and you get a 
judgment, that same is a valid judgment. This 
is a mistake, as a discharge which is later 
granted relates back, vacates and releases the 
judgment taken on the claims that were owing 
and prior to the filing of the petition and on 
which judgment was taken subsequent to the 
filing, but before the discharge. 


By having your local association to investi- | 
gate bankrupts, their repeating petitions can J 
be challenged and an opposition that is legal § 
be set against the bankrupt until they will soon § 
take notice that bankruptcy is not to be taken J 


at the will and whim of any deadbeat who may 
think it a perpetual paymaster for all debts. 


This question has been passed on by the @ 











United States supreme court in the case of 


Boynton vs. Ball, 121 U. S. 457. 


My sug- § 
gestion is if you insist on suing a bankrupt, § 


wait eighteen months after he has filed this § 
petition, or after his discharge, but if you are § 


satisfied that he has received his discharge, I 
suggest that you not sue, as in a measure you 
are in contempt of the federal court when you 
have knowledge of his discharge, and he can 
















and 


ocal 
rupt 
pre- 
aged 
peti- | 
ught 

and 
1 €Xx- 
same 
m in 


all 


i AE 


seeeltg aN Gan ete 20008 me 


vated 
men- 
; that 
| had 
on of 
o the 


have 
‘harge 
r peti- 
a dis- 
t peti- 
1, and 
ir own 
of the 


‘ 
4 


g mer- 
1 is, if 
etition, 
get a 
. This, 
s later 
ses the 
» owing 
and on 
- to the 





heen RO a 


investi- § 
ons can 
is legal @ 
vill soon § 
ye taken 
vho may § 
debts. 

by the 
case of 
Ly sug-§ 
ankrupt, | 
iled this 
you are 
harge, I 
sure you 
rhen you 

he can 





The Credit World 7 





make you suffer in damages what he has lost in 
time, attorney’s fees and other costs. 

On the question of bankruptcy, once in 
every six years, the six years relates from the 
date of discharge, and not from the date of the 
filing of the original petition. For example, 
should I file a petition August 19, 1914, I 
will have a year under the law to make appli- 
cation for discharge, and if at the end of that 
year I have been unavoidably prevented from 
making application for discharge, I can then 
ask the judge for leave to file said application 
within the next six months, and it is in the 
judge’s discretion whether he will grant the 
filing. If I then file my application at the end 
of the six months, it will then be a month or 
more before my discharge is granted, as same 
must be granted, by the judge and not the 
referee, and this will make about nineteen 
months from my filing on the 19th of August, 
1914, thus making my discharge date March 
19, 1916. Then I could not get another dis- 
charge on any other petition earlier than 
March 19, 1922. In your reckoning on six 
years, always begin on the date of discharge. 

About 20 per cent of petitions filed in my 
district are objectionable on some grounds, and 
the retail merchants will find the same com- 
mon throughout the United States. They, if 
properly represented before the bankruptcy 
courts, can accomplish great results by a thor- 
ough examination of bankrupts and their basis 
for petitions and all other matters. 

The foregoing questions and amendments 
have come before me in my fifteen years of 
practice, seven years of which I have been 
closely identified with the retail interests of 
Nashville, in being the attorney of the Retail 
Creditmen’s Association, Retail Merchants’ 
Association, and the local credit agency, the 
James Agency. It will be no easy matter to 
accomplish reforms and have amendments 
written into our present bankruptcy law, and 
if we undertake it we must do it with intelli- 
gence and thorough understanding that it will 
mean thorough co-operation throughout the 
United States, each and all working to the 
end of having his congressman and senator to 
stand up before committees, the house and 
the senate in favor of our legislation. 

Too often the retailer has cast his bread on 
the water and same has never returned. 
“Things out of hope are oft compassed with 
the venture.” Why not trim our sails to 
catch the breeze that will sail us by opposition 
and win for ourslves position and power that 
our numbers and interest should command. If 
we enter into this fight for certain amend- 
ments herein proposed by me, I see no reason 


why any valid reason can be offered in oppo- 
sition except that we must be on our guard 
and prevent a crowded calendar from putting 
us too far back to have recognition sufficient 
to give our amendments passage. 

I trust the foregoing appeals to your interest 
and full endorsement. 


Nashville, Tenn., August 18, 1914. 


The sweetest words we know, by heck! 
Are these few words, “Enclosed find check.” 
B. F. G. 


TO MEMBERS OF THE NATIONAL 
ASSOCIATION OF RETAIL 
CREDIT MEN 

Gentlemen: 

A few weeks ago, in St. Louis, the dele- 
gates to the second national convention of 
credit men did me the honor of electing me 
first Vice-president of the organization. To 
say that I was surprised is only stating half 
of the truth; for I was not only surprised, but 
touched and honored as well. If I had time 
and means, I would make a tour of the retail 
associations of the United States and meet 
every one of the members face to face; for I 
hold that a good officer, even if he is holding 
the simple and easy post of vice-president, is 
not discharging his duties completely unless he 
makes the personal acquaintance of the mem- 
bers of the organization. That is impossible, 
so I am borrowing this much space from my 
good friend the Secretary in order to say 
“Good morning” to the members of the vari- 
ous clubs throughout the United States. Time 
and other circumstances prevented my being 
at St. Louis in person; or I would not need 
even this humble word of greeting. because I 
would have met there some men from every 
club. 

The word I want to give you is this: That 
I believe the name of this organization spells 
O-p-p-o-r-t-u-n-i-t-y. Opportunity to become 
a power in the communities where we are en- 
gaged in business ; opportunity to aid the finan- 
cial and moral welfare of our own cities by 
eliminating from them the “dead beat” and 
the very slow pay customer. That opportunity 
which we are given spells responsibility, too; 
for in our hands has been placed a big task, 
and it needs hard work to put the association 
where it belongs, at the head of the list of 
business organizations. To that task I think 
we have all pledged ourselves since the meeting 
in St. Louis, and I for one, want to say that 
whatever I can do to help achieve that end 
will be done. Yours very truly, 

A. J. Pickarts. 


A nation wide organization. 
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GEE!—IT IS GREAT TO BE A 
SECRETARY 


Why, even the Postmaster sighs with envy 


as his men bring forth my mail. Nothing to 
do until tomorrow. Just open mail all day 
and read nice things about yourself. True, 
you never know how popular you are until you 
become Secretary. Why, I enjoy it so much 
that lots of times I sit up almost all night 
answering the many compliments paid me, and 
as for taking time to eat, will say, what first- 
class Secretary wants to eat when he is so 
deeply up to his neck in work. 

I think it nonsense when my wife calls me to 
retire at 1 a. m., and says: “What are 
you doing—writing a book?” I answer no, 
just doping out some further plan to get that 
TEN THOUSAND MEMBERSHIP for 
1915; only thinking of some new brand of 
ginger to distribute to my co-workers. Finally 
daylight comes, and with the dawn of day new 
life. (See Front Cover.) Yes, sir; thoroughly 
refreshed after my two hours’ sleep, then I 
journey light-footed, to my other job—I mean 
the one with the meal ticket attached, the 
easy job. And furthermore, your boss is al- 
ways pleased to see you on the entertainment 
commititee. He knows you are Secretary and 
‘ he realibes that to be Secretary you must be 
some gink, so all you have to do when pay 
day comes is to take the money, and look 
shame-faced away at the huge pile of Credit 
Worlds on your desk, covered with an ava- 
lanche of mail. 


I tried to get a postoffice box, but the post- 
master, knowing that I was secretary of the 
Retail Credit Men’s National Association, in- 
formed me that he did not have any box stalls 
to rent, and that he would take it up with the 
Washington authorities and see if they could 
furnish me with a piano box. 


Coming back to that pay job, it does seem 
that I, in respect to my boss, should at least 
take time to say good morning to him, but 
about the time I see him coming and brace 
myself for the morning salute, the telephone 
gets busy. “Hello! Are you the secretary of 
the Retail Credit Men?” “Yes, sir; what is 
it?” “Well, I have a store over in Arizona 
and some fellow bought $150 worth of goods 
from me and did not pay, and is now living 
here. How can I get the money?” I tell him 
to go and see Ben Gray; he is a lawyer, and 
an expert on credit troubles in the far west; 
that is, he made a speech on this subject at our 
St. Louis convention recently and it must be 


true. 


Standardize the extension of credit 


So on and on, as time goes by, 

Your secretary will always try 

To soothe you with his lullaby— 

1915, Ten Thousand Members, or mighty 
nigh. 





CREDIT MEN CONTINUE WAR ON 
“DEAD BEATS” 
RETAIL ASSOCIATION HEARS NAMES OF 
BUYERS WHO DON’T PAY 
THEIR DEBTS 

The “dead beat credit” bureau of the St. 
Louis Retail Credit Men’s Association, was 
tried out for the first time at a meeting of the 
Association in the American Hotel Annex re- 
cently. A list of names of persons who have 
refused to pay their bills for goods bought in 
down-town retail stores, that are members of 
the Association, was read at the meeting. A 
copy of the list was furnished each credit man 
present. 

Walter V. Wolff, vice-president of the J. 
S. Wolff Clothing Company, and a member 
of the Executive Board of the association, said 
the “dead beat” bureau is aimed to give pro- 
tection to retail stores and merchants against 
the unscrupulous purchaser of goods who does 
not intend to pay his debts. 

“The names of all dead beats will be read 
at our future meetings and given to all the 
retail stores connected with our Association,” 
said Wolff. ‘The names of persons who pay 
their bills, but who are slow pay will not be 
included in the list. Formerly the various 
stores were afraid ‘to let their competitors 
know who their “dead-beat” customers were, 
because they would rather have this class of 
customers all to themselves rather than allow 
them to go to their competitors and make pur- 
chases with a possibility that they would in the 
end pay for the goods.” 

David J. Woodlock, former president of 
the Association, who in September was chosen 
president of the National Retail Credit Men’s 
Association, announced that the national body 
had increased its membership to 300 persons in 
a campaign in the last four months. 

Other speakers at the meeting said it was a 
rare thing if 15 per cent of accounts that run 
two years are ever paid. 





NOT LIKE HIS GRANDFATHER 

“Doctor, I’m getting tired of this everlast- 
ing dunning. You ought to have more respect 
for me than that. My grandfather was one 
of the earliest settlers.” 

“Well, I wish you had inherited that qual- 
ity and would settle early.” 
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R. H. MESICK 


Newly Elected President of the Associated Retail 
Credit Men of Los Angeles. 


The Pacific Coast credit man of the hour. It is the 
old adage, success has crowned his efforts, two hun- 
dred pounds of great power was on the evening of 
Oct. 20th put at the head of the Los Angeles Associa- 
tion. Mr. R. H. Mesick of the Walter E. Smith 
Company was elected President of the largest Re- 
tail Credit Men’s Association in the United States 
affliated with the National Association. This genial 
gentleman of the hour is truly worthy of the high 
honor and great confidence placed in him by his col- 
leagues. He is a big man from start to finish. He 
was destined to be a leader. The National Associa- 
tion is proud to have Mr. Mesick President of the lo- 
cal association. The writer’s intelligence is strained 
in an attempt to find words that will do the man jus- 
tice. His election means an event of great progress 
in the Retail Credit Men’s Association. Mr. Mesick 
was Vice-President of the Association under Presi- 
dent A. J.: Pickart’s administration; Mr. Pickart now 
holding the high office of Vice-President of the Na- 





tional Association. 








OPTIMISTIC PARTNERS 


A firm of notion dealers on the East Side 
had gone out of business via the bankruptcy 
court, and the attorney for the. principal cred- 
itors was going through the accounts of the 
concern. 

In the back of the safe he came on a part- 
nership agreement, drawn up by the two bank- 
rupts when they engaged in commerce and 
jointly signed by them. The second clause 
read as follows: 

“In the event of failure the profits are to be 
divided equally.”’ 





THE NATIONAL ASSOCIATION OF 
CREDIT MEN 

We want it understood that our Associa- 

tion is in no sense a rival or competitor of 

the National Association of Credit Men. That 


organization is doing a vast amount of good , 


for the wholesaler and we recommend that 
our members who do a wholesale or jobbing 
business join that body. At the same time we 
invite the members of the N. A. C. M. who 
have retail stores to become members of our 
Association because we specialize retail credit 
work, hoping to occupy the same position 
among the retailers as the N. A. C. M. does 
among the wholesalers. Each has their par- 
ticular line of endeavor and we want to co- 
operate with our big brother in every way. 


AN OFFICIAL APPOINTMENT 

The President was so impressed with the 
ability and energy of Mr. Ben Gray of Los 
Angeles, who was a delegate to our Conven- 
tion, that he has appointed him Chairman of 
the Legislative Committee, one of our most 
important committees. 

Mr. Gray is a prominent young lawyer and 
is thoroughly interested in the work of our 
Association. 

All members having matters to refer to the 
Legislative Committee or suggestions to make 
regarding changes in the laws affecting the ex- 
tension of credit or the collection of debts are 
asked to write direct to Mr. Ben Gray, Delta 
Building, Los Angeles, California. 





“T know a man whose boy asked him: ‘Dad, 
what is a credit man?’ With a touch of bit- 
terness in his tone, Dad replied: ‘My boy, a 
credit man is a fellow who refuses to give 


credit.’ ”»—Mayer M. Swaab, Jr. 
GET A LAPEL BUTTON 


*‘Everybody’s doin’ it” 








1915—Booster’s Club—Ten Thousand Members—1915. 
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THE CREDIT MAN 

The credit man is described, by some peo- 
ple, to be a cold-blooded heartless creature, 
possessing some of the characteristics of the 
porcupine and the pole-cat—hard to skin, and 
very offensive when thoroughly aroused; usu- 
ally found secured in huge cages in down-town 
department stores. 

Credit men are born and not made—born 
to the image of God—although it may be true 
that they have long since lost their resemblance 
to Him. 

In versatility they rank with the diplo- 
mat, and their keep perception in judging hu- 
man nature excites admiration and makes 
Conan Doyle’s Sherlock Holmes look like a 
miserable four-flusher. 

Like St. Peter, they keep a record book, 
which in its completeness and accuracy beats 
St. Peter’s book a block, and your names are 
all enrolled there. But unlike that good saint, 
if you once get in bad those black marks stay 
and you have to pay and not pray to get them 
off. 

Your reputation, if good, is a valuable asset, 
for, they know your every act, they know your 
associates and your environment, and if you 
wait for a dark night, and think that in the 
gloom, you can slip away from the “straight 
and narrow” and steal off with some fairy 
Salome to a quiet secluded nook where you 
buy her wine and other Parisian dainties, 
which you can’t afford, and you either seri- 
ously bend or break your bank account, they 
know it, and down on the book you go as a 
bad risk, and the very next time you try to 
buy, you find that your credit has slackened, 
or may be stopped—for verily it is said of 
them, that not even a chippy falleth to the 
way-side without their knowledge. 

So proficient is he in the science of chem- 
istry, that when you try to buy on credit. goods 
that you know you never can pay for, and 
you endeavor to trade him a beautiful “con” 
story about a rich, feeble, old Daddy in the 
East, who is only kept alive by the pleasure 
he derives from paying all your bills, no matter 
how carefully you mix and pass to him that 
well-known American commodity sometimes 
vulgarly called “heifer dust,” the wily credit 
man only wipes his eye, analyzes your story— 
murmurs his inaudible thanks to God that 
heifers don’t fly—tells you “he is sorry,” and 
you are gone. 

Did you ever watch him closely when you 
wanted to open an account with his store and 
perchance he doesn’t know you, how gracious 


Systematize credit department work. 


he is, engages you in conversation upon topics 
that please until he has had an opportunity to 
slip your name to an assistant so that he may 
get a line on you direct from headquarters. 

And then when he does get the report, he 
takes it in his hand, looks it over, in a careless 
sort of a way, giving you the impression that 
it has no bearing at all upon your case—but 
you will remember—if your credit is bad— 
how suddenly all his “candy” talk stops, and 
he gets right down to business with you—looks 
you squarely in the eye, and tells you in alle- 
gorical language, that you are a “dead one”— 
and you believe him—you never want to get 
sore or deny it, for if you do, he will go into 
painful detail and will tell you of certain 
characteristics in your make-up that would 
give added color to Dante’s description of the 
Devil. 

To the unfortunate man who is married, 
or as some people put it, “united by God in 
the sacred bonds of matrimony,” to a silly 
descendant of Eve, who has just brains enough 
to keep your salary carefully covered by charge 
accounts, the credit man is a true friend, for 
if you go to him with tears in your eyes and 
tell him—tell him the truth, explain to him 
that, your wife is a veritable angel only she is 
afflicted with that incurable disease known as 
“monetary diarrhea,” and that her complaint 
is worrying you to death, that on account of 
her ailment you haven’t been able to buy a 
drink or cigar for yourself for about six 
months, the credit man will pity you and the 
next time she tries to buy and have charged to 
your account about two pounds of the “déar- 
est shade of blonde hair” for her Sixteenth 
Street disguise, you have her foiled, and the 
sly old credit man has done his work and ful- 
filled his promise to you. 

In closing, I want to say to you, gentlemen, 
that it is my honest opinion that if there ever 
was a man on earth who should be justified 
and acquitted of any charge of egotism for 
writing a book about himself and entitling it 
“Famous people who have met me,” it is The 


- Credit Man.—Extract from a speech made by 


Mr. Edgar McComb, attorney for the Retail 
Credit Men’s Association. Denver. Colorado. 





“ON TIME” 


“Ts this train running on time ?” 
say so,” answered the. conductor. “It can’t 
run any other way. The company has had to 
get so many extensions of credit that the whole 
road is running on time.’”—Washington Star. 
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PRESIDENT’S PAGE 


OUR SECRETARY 

That the Convention made no mistake in 
the selection of a National Secretary must have 
been evident to every member when he re- 
ceived the October Credit World. 

Mr. Richmond is surely a “Live Wire.” 
The amount of detail work in connection with 
the office of secretary is enormous. He has 
burned much midnight oil during the past 
months and given all his spare moments to our 
Association in an effort to increase our mem- 
bership and efficiency. 

I hope our members will appreciate this and 
give the Secretary all the assistance they can— 
respond to his appeal for at least one new 
member—send him news items and articles 
of interest for publication. Send in your list 
of bad check passers and “skips.” 

The Secretary is a wonder but he must have 
our united support to make our organization 
the success we desire. Don’t say, “Oh, some- 
one else will send in enough for this issue”— 
get busy and do your share. Don’t be afraid 
to swamp Richmond—you can’t do it, he is 
too much of a hustler and besides he has Vice- 
president Pickarts and Ben Gray with him. 





THE ART OF COLLECTING 

The president acknowledges receipt of the 
book entitled, “The Art of Collecting,” by R. 
J. Cassell, collection manager for Grinnell 
Bros., Detroit, and one of our members. 

It is a very instructive volume, showing that 
Mr. Cassell has made the subject a life study. 

Miss Estelle Fleming of Kewanee, IIl., the 
only lady (credit man) in our organization, 
has done her share by securing a new member; 
but some of our gentlemen have not yet re- 
sponded to the call. 

Our official representative in the National 
Capitol is Mr. Max Fischer, credit manager 
of Woodward & Lathrop, Washington, D. C. 

Mr. W. V. Simms of Colorado Springs, a 
member of the board of council, is one of our 
charter members and an enthusiastic worker. 

W. S. Overbeck of Schipper & Block, Pe- 
oria, Ill., one of our directors, expects to have 
a local Retail Credit Men’s Association organ- 
ized in a short time. 

Charles J. Nolon of the Glass Block Store, 
Duluth, a director of our Association, is one of 
our hardworking officers. He expects to pub- 
lish in the near future a paper on “Why I am 
a Credit Mart,” 

The holidays are here with their rush and 
bustle. This is the time that makes a retail 


credit man’s wife feel like suing for divorce. 
Yes, we are all snowed in, but do not forget 
to send a list of bad check passers, it may mean 
saving some money for a brother credit man. 





CREDIT NEWS 


“Diplomacy and Firmness Successful in Col- 
lection of Department Store Accounts,” says 
Credit Man—Loss on bad accounts as low as 
one-thirty-second of 1 per cent—Outstandings 
should be wiped off books in 60 days. 


WOMEN’S WEAR 


In view of the numerous complaints made 
against department stores taking undue liber- 
ties with discounts by commission houses and 
manufacturers, an interview with the credit 
man of one of the largest department stores in 
the city may serve to clear up some of the haz- 
iness which exists regarding the manner in 
which the department store deals with its cus- 
tomers who have charge accounts. The claim 
has been made that the department store is 
compelled to carry patrons of this class for 
long periods and hesitate to ask for a settle- 
ment for fear of losing the accounts. This 
fear may exist, said the credit man, in the 
specialty houses that have a high class clientele, 
but it exists, he said, either because they do not 
know how to go about collecting such accounts, 
or because they are afraid of losing their cus- 
tomers by pressing them. 

“Tf a plausible reason is given me for extend- 
ing the time of payment,” he said, “I do so. 
But they have to come and see me. I don’t 
make a practice of running after them. If it 
is necessary to write a letter it is handled in a 
diplomatic way, so that no offense may be 
given. If exception is taken to a dunning let- 
ter by the recipient it is because the writer 
gives reason for such. We form our estimate 
of a customer’s worth through the position he 
holds and the experience of other stores in 
handling the account. Now for some figures. 

“We figure the loss through accounts not 
collectible ranges as low as 1/32 of 1 per cent 
of the volume of business done and this in a 
business which is considered even more risky 
than the millinery business where a loss of 
from 1 to 1% per cent shows good work on 
the part of the credit man. I have confidence 
in the average man or woman’s willingness to 
pay their just debts. We work here with that 
confidence in mind. In some department 
stores, mostly of the higher class, the volume 
of credit business done constitutes sometimes 


Climb on the wagon of progress. 
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as high as 80 per cent of the whole, that is, 
80 per cent credit and 20 per cent cash. I fig- 
ure that about 70 per cent of the outstand- 
ings should be wiped off in a month’s time 
and the entire amount in 60 days. That is 
usually the case. Now, for the Christmas 
season we have advertised that merchandise 
bought on credit will not become payable until 
February 1. That is a selling inducement. 
We get out our regular monthly bills, how- 
ever, but on them, we have stamped: “The 
rendition of this bill does not mean a request 
to pay, since as we have advertised bills do 
not become payable until February 1. This 
bill, however, is rendered that any inaccur- 
acies which occur may be brought to our at- 
tention promptly.’ 

“Now the average customer who receives 
that bill will remit right away because he fig- 
ures that it will have to be met anyway and 
the present is as good a time as any to meet 
the obligation. No doubt exists in my mind 
but that fully 70 per cent of the bills which 
do not, because of our advertised plan, be- 
come payable before February 1, will be paid 
before that time.” In answer to an inquiry re- 
garding the loss incurred through losing track 
of the customer who moves to a new address, 
this credit man called in his assistant who has 
charge of looking up such removals and asked 
him for the actual number of such cases. 

“Fourteen this year,” was the information 
given by the assistant. 

“Tt is very rarely,” the credit man con- 
tinued, “that we suffer a loss through the oper- 
ations of a ‘beat.’ The customer in moving 
sometimes forgets to notify the store of his or 
her change in address.” 

The question of borrowing money and hav- 
ing it charged to the account of the borrower, 
an evil that the specialty shops are especially 
bitter in denouncing, was brought up. 

“In my experience here,” said the credit 
man, “two such instances have occurred, and 
in both cases a good plausible reason was given 
by the customer and the amounts were trifling. 
As far as countenancing such a practice and 
making a regular accommodation out of it, I 
wouldn’t think of it for a moment. If the 5th 
avenue shops do it, that is their lookout, and 
their own fault if they suffer thereby. 


“There is another thing we haven’t got here 
and that is a club plan which is another name 
for an installment plan. There must be some 
loss there. For in the case of wearing ap- 
parel while the garment remains the property 
of the store until the full amount is paid, it 


Be alert to present day conditions. 


is absolutely no good to the store after passing 
to the possession of the wearer. 

“When we see a man who is good for the 
amount owed us, putting off payment, we tell 
him where he stands with us. We put it 
plainly and have no fear of the consequences. 
We tell him we are going to get the money. 
I have an instance in mind. A hotel proprietor 
whose business was done during the month of 
August bought a bill of merchandise from us. 
At the end of the season he sent us a check in 
part payment and returned some of the mer- 
chandise for which he said he had no use and 
asked credit to the full amount. We refused 
to grant him credit for the merchandise and 
asked a check for the full amount of the bill, 
which he refused. He imagined, I suppose, 
that since his next season was a long way off 
we would not think of forcing his hand. We 
brought suit, however, and the hearing was 
scheduled to go on out of town. He called me 
up on the day before and again made his propo- 
sition, saying that he knew I did not intend to 
make the long trip in such weather—it was 
winter—for the purpose of collecting the bill. 
I told him I was going up there all right and 
that he need have no fear on that score. Well, 
we recovered on the merchandise, and the ex- 
penses of my trip, time and action were thrown 
in. That is the policy we pursue in collecting, 
and that is why the loss of the department 
store is so small, considering the risk that we 
take, in the eyes of credit men in other lines. 


Get the Money 
Yourself 


Keep friends with the debtor; avoid possible 
libel suits; save collection fees by using the 


Sayres Collection System 


Adapted to a thousand or million dollar business. 
Gives you an individual record of the condition of 
each individual account. 
No chance of error or neglect which is the direct 
cause of fifty per cent of losses. 
Pushes debtors gently, but firmly; 
Saves money, friends and worry; 
Avoids the use of attorney or agency. 
The Cabinet handles 200 slow accounts and is 
guaranteed to collect $200.00 or money refunded. 
Your stenographer or office boy can do the work. 
Price, $15.00 by prepaid express. 


Sayres Collection System 
524 Black Building, Los Angeles 
Phones F 4158; Main 2124 








Telephone for demonstration 
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“WHEN HE COMES TO YOU” 
By Ben F. Gray. 


Every retail business of any kind in our 
country must have a credit department, and 
that department must be well organized and 
conducted by a credit manager who is thor- 
oughly versed in every angle of modern 
business. 

The responsibility that rests upon the shoul- 
ders of the credit man is greater by far than 
most of the owners of large establishments 
realize, for the proprietor is looking for in- 
creases in business and a decrease in losses. 
Now, as business increases, the credit man’s 
work becomes harder, and his chances of loss 
are naturally greater. How is the credit man 
to prepare himself so that when increases come, 
he can meet the work alloted to him without 
causing loss to his firm. ‘The answer is effi- 
ciency. 

Now, following are a few suggestions I have 
had called to my attention from actual experi- 
ence which may be beneficial to credit men. 

When a customer asks for credit, he comes 
to you, and then is the time to go deeply into 
the question as to whether he is worthy of 
credit. Get all the information you need when 
he comes to you, because, when you go to him, 
he has you at a great disadvantage, owing to 
the fact that when you go to him he more than 
likely owes you money, and he feels that you 
want to know how you can get your money. 
Naturally, if he is hard pressed, he will not 
give you the information you could have re- 
ceived when he came to you. 

Be sure the customer knows what the terms 
of your house are as to time of payment of 
charge accounts, and when the end of the 
month comes around, have your statements in 
the mail or delivered right on time. If your 
statements do not reach him until the 8th or 
15th of the month, he realizes that your house 
has no certain day to get out statements, and 
he feels that being lax in this important branch, 
your house is lax in others, and the result is 
that he pays the other fellow and you wait. 

Have a system and follow it out. If your 
house has a rule that accounts should be paid 
the month following the purchase your book- 
keeper should hand to you the statements 
showing those who have not paid last month’s 
accounts when he gets out the statements the 
following month. This keeps you in touch 
with the slow accounts. Pussibly some need 
a letter, or possibly a representative should call 
on the debtor. Sometimes a stamp on the 
statement “Credit Department” is sufficient to 
remind the debtor that the credit department 


has knowledge of the fact that the account 
has not been paid as per the rules of the house. 
No matter what steps you take, keep a record 
of what you do. Your bookkeeper should 
mark the ledger showing when each statement 
was sent to the debtor, and the credit man 
should note on the applicant’s card just what 
he did with the account. 

Now, you come down to where the account 
is sixty days old, and then you must look out 
or the credit department may suffer a loss 
which will have to be explained to the pro- 
prietor. When you receive the statements 
from the bookkeeper showing the account to be 
sixty days old, you should make a separate 
card for that account, and have on your desk 
an index of days from 1 to 31. Give the state- 
ment to your collector with instructions as to 
what you want done, and place the debtor’s 
card over in the business of the following day 
after having noted thereon your instructions 
to the collector. Make the collector report 
the result of his call. Don’t let the collector 
tell you Mr. B. will pay in about two weeks. 
This is not definite! Have a distinct under- 
standing with the debtor the day and place 
where he will settle, and if he does not settle 
then, he should be seen, written to or phoned 
the following day. He will realize you have 
a system of keeping track of his statements or 
promises and will have respect for your house 
for holding him to them. If Mr. B. says he 
will pay on the 15th, place his card in your 
desk file on the 16th, noting the date he made 
the promise, etc. 


When you find that the debtor does not ful- 
fill his promises, notify him that the account 
will be placed in the hands of your attorneys 
unless settled on a certain date and on that 
date if not paid, have your attorneys take the 
question of settlement up with the debtor, and 
inform your attorneys the history of the case, 
giving them the information you secured from 
the debtor at the time you extended him credit. 

No credit man can escape some losses, but 
by careful watching of his accounts, he can save 
his firm many dollars, and in so doing, increase 
his compensation, and standing with the owner 
of the house he is working for. 


Remember, that many questions asked an 
applicant for credit at the time of opening an 
account, when accompanied with a smile, will 
be cheerfully answered, which same questions 
asked when the debtor owes you money, would 
not be answered at all. 

MORAL: “Get your information when 


he comes to you.” 


Stop watching the clock. 
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WATTS CLARKE 


The October number of the Crepir WorLD 
contained a very excellent article on “Collec- 
tions,” by Mr. F. H. Koch. In his article, 
Mr. Koch paid an incidental tribute to the 
qualities of a successful collector. To Mr. A. 
J. Pickarts, financial secretary for Harris & 
Frank, Los Angeles, Cal., it seemed as though 
Mr. Koch must have been talking with no 
other person in his mind than the collector for 
the firm, Watts Clarke. So strongly did Mr. 
Pickarts feel this, that he managed to start a 
little family conspiracy, and stole the photo- 
graph of the genial corrector of Mr. Pickarts’ 
credit mistakes, which confronts you on this 
page. It is submitted here as a somewhat 
tardy illustration for that part of Mr. Koch’s 
article where he says: 

“A collector must be a friendly sort of fel- 
low, full of sympathy and quick to extend it, 
and always knowing how to smile. A collec- 
tor who can approach a debtor with a friendly, 
cordial smile and a happy ‘how-do-you-do’ will 
usually get the money. Kindness, courtesy and 
confidence will win out in most cases and 
achieve the right and desired results. The old 
saying, ‘you can catch more flies with honey 
than with vinegar’ will hold good in this case.” 

Anybody who knows Watts Clarke can tes- 
tify that when it comes to catching credit flies 
he is a whole beehive in himself. He is some 
busy bee, too; for he covers Los Angeles, as a 
newspaper says, “like the sunshine”; and it 
takes a clever and able “dead beat” who can 
get away with any of Harris & Frank’s money, 
with W. C. on his trail. He is pretty nearly 


Don’t talk war. 


relentless; the writer is glad of many things 
just now, but he is gladdest of all that he isn’t 
trying to dodge paying Watts Clarke some 
money ; for it is one hard job! 





“DEADBEAT BROWN’ 
Deadbeat Brown 

Came to town; 

National Creditman 
Turned him down. 


Deadbeat Brown, 
Went to city; 
“Stung” green Creditman— 


What a pity. B. F. G. 
* 


* * 





RELATIVE COMPARISON IN THE 
POSITION OF BANK CASHIER 
AND THE CREDITMAN 


By H. B. RicHMonp, Secretary 


I draw this comparison in an effort to show 
that the credit man of today must be even 
more alert than the bank cashier. 

Why? The customer, or, as we may term 
it, a client, enters the bank. He is in need 
of funds. He, without loss of time, locates 
the cashier. This gentleman, who is a busy 
man and believes, as a rule, in quick action, 
looks up smilingly and inquires the intruder’s 
wants. His case is stated briefly. Immedi- 
ately they get down to business. Says Mr. 
Client: I wish to borrow $1,000 for six 
months. The Cashier immediately assumes a 
most businesslike air and, without hesitation, 
continuing that same smile, will ask for col- 
lateral security ; yes, sir, what have you to offer 
as a protection to my bank for extending this 
loan? Mr. Client states he has a four thou- 
sand dollar home which he offers as security. 
The Cashier has the papers examined, finds 
them flawless and extends the loan. He is 
absolutely taking no chance. He has security 
to back his loan four times over, having ob- 
tained a first mortgage. This client must pay 
and pay with interest. He cannot escape, he 
cannot move away, he cannot avoid payment. 
He must adjust matters or lose all. 

Whereby, on the other hand, we will take 
up the duties of the credit man. The credit 
man is the foundation of any business. e is 
the pillar upon which any great organization 
rests. He has in his power the means of great 
responsibility. His position is one of trust, 
integrity, confidence and, last, the power to 
make or break his firm. The customer, we 
will say, wishes to purchase $250 worth of 
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merchandise. He or she is ushered to his 
office, is met cordially by the same smile pre- 
vailing on his countenance as was found on the 
bank cashier. The application for credit is 
made and the customer dismissed. Now the 
credit man’s real duties begin. He has secured 
possibly four references or, as the case may be, 
only two, but two are insufficient when the 
credit man is doing business with the absolute 
stranger. He has no security, no collateral is 
offered, and in most cases no interest is received 
or mentioned. He in reality has absolutely 
nothing to protect his firm. He is giving out 
merchandise, equivalent to dollars and cents; 
he simply has a promise to pay. He cannot 
protect himself from the prevailing fashion of 
one’s moving out of the district or possibly out 
of the State. His keen judgment in his inter- 
view or his knowledge of passing on references 
is his only guide. He really is taking a chance, 
secured only by a promise. No guarantee in 
writing is given to secure him or his firm. He 
must be farsighted, alert to conditions, a judge 
of humanity, with an eye that penetrates the 
very interior of the purchaser; cool, collected, 
polite, above all a master of the situation. His 
position depends yearly upon the low percent- 
age of losses, without loss of trade to his firm. 

The ideal credit man is the one who assumes 
some chances, guided by his keen judgment to 
protect him from mistakes, thereby getting all 
the business possible for his firm. The credit 
man who keeps his losses down to the lowest 
per cent is not always the most efficient. He 
may be dealing too strongly on sureties, and on 
this account losing thousands of dollars in 
trade for his firm. We all agree that at the 
end of the year it is great to say, Well, my 
losses were such and such; but, dear sir, how 
much business in dollars and cents did it cost 
vour firm for you to be able to make such a 
commendable report. I do not mean for you 
to lift the lid, but I do mean not to have it 
clamped down too tight, but stand by and care- 
fully watch that the atmosphere of sale losses 
is not responsible for your high career as a good 
credit manager. 





MISSING 


Mrs. M. ArGersinGcer, formerly at Hotel 
Watson, Los Angeles, Cal. ; believed to have 
been also in San Francisco, Salt Lake City 
and Quebec, Canada. 


Mr. J. F. Reity, a newspaper man who 
moved to San Francisco and later to Seattle, 
Wash. 


Mr. C. A. Carver, an‘instructor in physical 
culture, whom we believe went to Kansas 
City, Mo., after leaving Los Angeles. 





THE NATIONAL ASSOCIATION OF 
RETAIL CREDIT MEN 


By R. H. Pornpexter, Nashville, Tenn. 

Mr. Credit Man, is there a need for such 
an organization in this broad and prosperous 
country of ours? If you will examine care- 
fully the work that has been done in the past 
eighteen years by that Association—I shall call 
our big brother, the National Association of 
Wholesale Credit Men—I believe you will an- 
swer in the affirmative. 

The National Association of Wholesale 
Credit Men have not only caused some very 
wholesome laws to be written in our statute 
books, and prevented many unwholesome ones 
being passed, but they have instilled in their 
membership the spirit of co-operation. 

The retail credit man is just coming into his 
own; it has been a few short years since only 
a few retail houses had a man they called 
their credit man; in many houses the sales- 
people passed on their sales or else put it up 
to the boss. The spirit of co-operation was 
practically unknown between houses. 

Now, that your house has raised you to this 
position of credit man, be one in every sense 
of the term. Get into your local association. 
If you have none in your city, organize one. 
Don’t forget the importance of becoming a 
leading member in the National Association 
of Retail Credit men, at once. (In every 
organization there are workers, shirkers and 
jerkers. Be a worker.) Get their literature. 
Read up on all topics and show your employer 
that you are on the job and prepared to take 
care of it in the best possible manner. 

You see and hear much against contamina- 
tion of water and air. Of the protection of 
the people against diseases. Is the necessity 
of water and air to the human welfare greater 
than the necessity of credit to the public wel- 
fare? We must awaken the public conscience 
to the need of credit sanitation. Abuse of 
credit weakens confidence, diminishes capital. 
and tends to deprave manhood. Credit abuse 
reacts more injuriously on the public happi- 
ness, often, than do the criminal acts of the 
ordinary offender against the public peace. It 
should soon be possible to have every retail 
credit man a member of the National Associa- 
tion of Retail Credit Men, to line up the credit 
force of the country, and the peculiar respon- 
sibilities of their work will not be neglected. 


1915—Booster’s Club—Ten Thousand Members—1915. 
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As the situation is today, how many have 
fallen to the wiles of the commercial crook, 
whose nimble mind has perceived how easy it 
is to work the game, and take the property 
with no better intent than has the sneak thief? 

Does the victim now start a hue and cry? 
Not usually. He may wince and complain 
but the machinery of the state is idle, and the 
offender, smiling at the ease with which the 
thing is done, prepares to repeat the game 
elsewhere. 

We are now in a period calling for alertness 
and vigilance on the part of the credit man, 
at a time when his bed is not bedecked with 
roses or his hours free from cares. 

The question I want to put up to you today 
is: Are you willing to assist in a nation-wide 
warfare against commercial frauds? If so, to 
what extent? Write the Secretary. 





A LETTER OF SUGGESTION FROM 
H. VICTOR WRIGHT 


Of Feagans & Company, Los Angeles. 


September 18, 1914. 


Mr. H. B. Richmond, Secretary, 
Retail Credit Men’s National Ass’n., 
345 So. Spring St., Los Angeles, Cal. 


Dear Mr. RICHMOND: 


A suggestion came to my mind a few days 
ago, which I am taking the liberty of passing 
on to you for what it is worth, viz: That it 
might be a good idea to devote the Credit 
World particularly to one city each month dur- 
ing the coming year, commencing with Los 
Angeles, upon the assumption that we have 
here the largest local Association, and as far as 
possible regulating the order in accordance 
with the size of the different local Associations, 
so that, if, for example, St. Louis has the 
next largest Association, the following number 
would be particularly devoted to that Associa- 
tion, and articles would be from their mem- 
bers and bearing upon the work of their As- 
sociation and, if you thought well, could take 
in also some general information of interest 
regarding the city to which the Credit World 
for that month is particularly devoted. 

That would not necessarily debar the issue 
of other items of interest or general informa- 
tion regarding the broad work of the National 
Association, but it occurs to me that it might 
create an added interest and perhaps make it 
easier for you to obtain the necessary co-opera- 
tion in the preparation of articles which will 
be so necessary and helpful to you. 


Help credit men in other cities. 


For example, if Boston, Mass., as an illus- 
tration, should have the third largest Associa- 
tion, or it may be Minneapolis, Minn., and 
you advised them of your intention to make 
the issue of December or January, which ever 
it may be, a Boston or a Minneapolis number, 
they would be preparing themselves to do their 
utmost to make the number one which would 
redound to the credit of that particular city, 
and it seems to me would create a co-operation 
during this year of your office which might help 
to still further impress upon the members of 
the National Association at our next Conven- 
tion the splendid work which we are all so 
confidently assured you will have accomplished 
during your first year’s term of office. 

I imagine that, under those circumstances, 
it would be by no means difficult to obtain some 
cuts without any expense to the National As- 
sociation or to yourself, as publisher of the 
Credit World, either of the city which is repre- 
sented or of the prominent members of the 
local Association. 

Trusting that I am not taking an undue lib- 
erty in making this suggestion to you, know- 
ing full well that you may have many better 
thoughts concerning it, but assuring you of my 
pleasure in any helpful co-operation which I 
may be capable of rendering you at any time, 
believe me, very sincerely, 


H. Victor WRIGHT. 


TM NRCC Th RPT 
OBITUARY 
The Retail Credit Men’s National Associa- 


tion mourns the loss of a valued member, 
Mr. D. Loveman of the firm of D. Loveman, 
Berg & ‘Titlebaum, prominent Nashville 
(Tenn.) merchant, who passed away Tuesday 
morning, October 13th, at the home of his 
son in Nashville. Mr. Loveman had just 
returned Monday from his summer vacation 
at Mt. Pleasant, Mich., apparently in good 
health. He was one of the most beloved men 
of the South and was esteemed very highly by 
all who were honored with his acquaintance. 
Not only Nashville, but the entire country 
will feel the loss of such a creditable gentleman 
in the business world. 


I wish to offer to the grief stricken family 
and close friends a sincere vote of regrets from 
every member of the Retail Credit Men’s Na- 
tional Association. 


With sorrow, fraternally yours, 
H. B. Ricumonp, Secretary. 
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NOBLE R. JONES 


Noble R. Jones, secretary of the Retail 
Credit Men’s Association of St. Louis. No 
words of praise can be said that will do 
Mr. Jones justice for the months of untiring 
efforts put forth to build up the St. Louis 
Association. I know from personal observa- 
tion that the members of the second largest 
association made no mistake in placing Mr. 
Jones in the chair of secretary. ‘This is the 
same gentleman who did such splendid work 
as chairman of the entertainment committee at 
our recent National Convention, and he will 
long be remembered by the many delegates 
as the one who showed us true Missouri 
hospitality. 





W. G. TRIMBLE 
W. G. Trimble of Bullock’s, Los Angeles, 


one of the busiest of busy men, but never too 
busy to get busy when something arises per- 
taining to the welfare of the Los Angeles Asso- 
ciation. Take Mr. Trimble out of our Asso- 
ciation, and it would be like turning out the 
lights. He is not only a captain, but a good 
soldier, being constantly at the front. If any 
of you members from Los Angeles know of 
any one of Mr. Trimble’s ability who is not 
already a member, let me know and I will 


endeavor to make him sign up at once. Mr. 
Trimble has just been elected to the high office 
of vice president of the Associated Retail 
Credit Men of Los Angeles. It is useless to 
say that the entire Association will be proud 
to learn of this gentleman’s success. 





F. H. KOCH 

Mr. F. H. Koch, St. Paul, Minn., a promi- 
nent St. Paul credit man connected with 
Shuneman & Evans, is some hustler. It is 
quite evident that Mr. Koch is exerting every 
effort possible towards increasing our mem- 
bership to meet our National Slogan predic- 
tion, Ten Thousand Members by 1915. Be- 
ing a member of the board of council of the 
National Association, Mr. Koch insists on not 
letting any one slip it over on him when it 
comes to putting new members over the secre- 
tary’s plate in Los Angeles. 





F. T. LEONARD 

Mr. F. T. Leonard, Denver. Mr. Leon- 
ard was one of the first members to answer to 
my request to send in names and addresses of 
the credit men eligible to membership in our 
Association. I wish to cordially thank Mr. 
Leonard, as I have received several new mem- 
bers and many letters of prospect. This proves 
that such a thing is necessary to boost our 
membership. 





ROBERT CANTLEY 


Mr. Robert Cantley, for the third time 
elected secretary of the Associated Retail 
Credit Men of Los Angeles, is often spoken 
of as the hustling Irish secretary of the Los 
Angeles Association. I have never questioned 
Mr. Cantley about his nationality, but I do 
know that he is no Boer. The great growth 
of this Association is due greatly to Mr. Cant- 
ley’s efforts, he being a man of wonderful per- 
sonality, and who has a natural gift of glad- 
handing every one he meets. I find it hard to 
express myself in strong enough terms for the 
kindly feeling shown me through this Los An- 
geles booster. - 





W. A. HART 
W. A. Hart, Newark, N. J., another mem- 


ber of the board of council, who is a great be- 
liever in co-operation. I recently received a 
very nice letter from Mr. Hart, and, judging 
from its contents, he expects soon to about 


Stop the Invasion of dead beats. 


18 The Credit World 





upset Newark looking for new members. Any 
man who is as enthusiastic as this gentleman 
is deserving of great praise. I wish Mr. Hart 
success during the coming month. 


AUG. ALTENBURG 


Aug. Altenberg, San Francisco, member of 
our board of council, will very soon start on a 
campaign of membership hunting. A splendid 
field confronts Mr. Alterberg, and he will, 
no doubt, run the list of membership up quite 
a notch by the first of December. 





W. A. SHURR 

W. A. Shurr of Woolf Bros., Kansas City, 
says, ““Watch my smoke.” He is peeved to 
think that Kansas City, a town of about 300,- 
000 population, has no Retail Credit Men’s 
Association. Possibly some of these merchants 
in Kansas City have a lot of inside credit in- 
formation stored away at the packing houses 
that they want to keep as a hidden treasure, 
but leave it to Mr. Shurr. I expect him to 
mount one of those ten-inch guns some night 
and turn it loose at about Twelfth and Main 
streets. I feel satisfied that when Kansas City 
does loosen up and forms an association that 
they will make some of those old Wyandotte 
county deadbeats sit up and take notice. I 
suggest that Mr. Shurr appoint Bob Metcalf 
of Woolf Bros., Kansas City, organizer, and 
that will be like throwing a firecracker into a 
can of gasoline. Both of these gentlemen men- 


tioned are live wire hustlers. GET BUSY. 


BEN. C. NANCE 

Mr. Ben C. Nance, Nashville, Tenn., the 
hustler from the South; the man who sent in 
five new members at one time. This is what 
I call answering my appeal to get out and dig. 
Mr. Nance was requested to send in his photo 
for publication, but I expect he must be a very 
modest gentleman, as up to the present time I 
have not received it. I wish to show all of 
our members what a man looks like who can 
accomplish this kind of good work. In behalf 
of the Retail Credit Men’s National Associa- 
tion I offer a vote of thanks to Mr. Nance for 
his great showing. 








C. P. BARNUM 


C. P. Barnum of Minneapolis, chairman of 
the board of council, or the man behind the 
gun. A world of responsibility falls to the 
lot of Mr. Barnum. He has under him six- 
teen lieutenants who cover the entire United 


Cultivate other credit men’s friendship. 


States with their searchlights blazing, looking 
for individuals who are, as yet, unaware of 
the great advantages of the Retail Credit 


Men’s National Association. Mr. Barnum is 
a man of great business tact and can foresee 
big things in store for our members. [If all of 
you members of the board of council will fol- 
low out Mr. Barnum’s wishes then our 1915 
Ten Thousand Membership will surely come 
true. 





W. V. SIMMS 

W. V. Simms, Colorado Springs, is some 
booster. That is, he believes in my ginger 
prescription. He says some day he is going 
to surprise your secretary and send in a bunch 
of new members. I wish to thank Mr. Simms 
for contributing several little news items con- 
tained in this issue. 





DISCUSSION ON CREDIT DEPART- 
MENT METHODS 


By F. T. Leonarp, Denver, Colo. 


Mr. F. T. Leonarp: Mr. President and 
Gentlemen: I don’t know why Mr. Gilfillan 
picked me out to make a report on Credit De- 
partment Methods. There are so many men 
here who have had more experience than I 
have, but I presume as long as I have been 
selected it is up to me to do something. I don’t 
know how you are situated, but in our city of 
Denver we have what we call the Retail Credit 
Men’s Association and we get our reports from 
them. It is a mutual organization that was 
formed some fifteen years ago by the mer- 
chants of our city. It has gradually grown 
until now we have about 180 members. Those 
members are made up of all the different mer- 
chants of the city, all lines, we don’t make any 
exceptions at all, all admitted, and we have a 
method there I believe that is very similar to 
some of the other cities. For instance, 
in opening new accounts we take the party’s 
name and references and in making our cards 
out in the offce send to the Association a little 
card that is very similar to the one we use in 
our store, simply a card they file in the As- 
sociation office, and that card shows that this 
party has applied to us for credit. Now with 
all the stores doing that you can readily see 
they have a record of all the applicants. For 
instance, you might get a report or ask for a 
report on a party we had no references on and 
we call the Association office and find the party 
carrying accounts at several other stores, al- 
though we didn’t know that. By using that 
recording method in our Association, with 
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every member doing that, it is only a question 
of a short time until we have all that informa- 
tion compiled there. We have what we call 
private lines, about seven or eight of the large 
stores. Simply take up the ’phone and get the 
Association ; doesn’t go through the main line. 
I suppose some of you have the same thing. 

Tue CHAIRMAN: Don’t you have the 
book, Mr. Leonard? 

Mr. Leonarp: We don’t publish a book. 
We published one six or seven years ago, but 
it was unsatisfactory. We have done away 
with it. 

A Devecate: How is the Secretary of the 
Association elected ? 

Mr. Leonarp: The Secretary is elected 
by the entire membership and he in turn ap- 
points the Assistant Secretary. This is a mut- 
ual concern and we hold an election once a 
year. The directors are elected by the mem- 
bers as a whole and they in turn appoint the 
officers. 

THe CHAIRMAN: Does your Secretary 
get reports from firms outside of your Associa- 
tion? 

Mr. Leonarp: Yes, we cover the field, 
but very seldom have occasion to ask for a 
report. 

A DevecAaTE: When an applicant gives 
reference to a firm that does not belong to your 
organization, do you call that firm direct or 
does the Secretary ? 

Mr. Leonarp: ‘The Assistant Secretary 
calls the firm and the co-operation is very good 
there. We have very little trouble in getting 
the information. 

A DELEGATE: Does every member report 
every applicant for credit? 

Mr. Leonarp: Every applicant for credit 
is shown on a card supplied by the Association. 

THe CHAIRMAN: Supposing an applicant 
comes in who has had an unsatisfactory account 
with some little grocery store ? 

Mr. LEONARD: 
that in the office. We don’t get it, of course. 
We don’t have investigators for anything of 
that kind. 

THe CHAIRMAN: What do you do with 
the applicants who have had no experience 
with any of the stores in your Association ? 

Mr. Leonarp: Well, there are very few 
people who apply for credit who can’t give you 
some reference; if not local, they will give it 
foreign. 

THE CHAIRMAN: 
book a good record ? 

Mr. Leonarp: So many reports in a book 
are out of date. It takes six or eight months 


Don’t you think the 


We have no record of | 


to compile the book and by the time you get 
those reports they are all from a year to pos- 
sibly fifteen months old. A person can go 
through bankruptcy, go bad and everything else 
in that time. It didn’t prove satisfactory. We 
also have in our Association what we call a 
Block Book, giving the location and description 
of all the properties, which is kept up to date. 
We call up the Association and say that Tom 
Jones claims he owns property at such and such 
an address. We have books right in the office 
to turn to and find if such is the case. How- 
ever, it does not give the mortgages. The 
property may be mortgaged or the mortgage 
may have been possibly six months old or re- 
leased. We have to go to the court records to 
get that. All new property owners are re- 
corded in this book. We have them all right 
in the office and the daily journal as we call it 
contains the transfers, etc. 

THE CHAIRMAN: Do they record those 
transfers in the Secretary’s office ? 

Mr. Leonarp: We copy from the jour- 
nal, what we call the blotter, our office force. 

A DevecaTe: Do the merchants pay the 
same amount to the upkeep of the Association ? 


Mr. Leonarp: We have a graduated 
scale on the number of phone calls. We had 
occasion to raise rates about a year ago. The 
only equitable way of raising rates was on the 
’phone service. Each name is considered a call. 
We get quite a few of them and call them all 
at once, but each report you ask for is counted 
as a call, and the only way we could raise rates 
was on the applicants asked for. We have a 
minimum rate of $35.00 a year and the maxi- 
mum is $260.00. It is a much cheaper service 
than the privately owned agencies. 

A DevecaTte: Does the Secretary give re- 
ports in writing or over the ’phone? 

Mr. Leonarp: In writing if requested, 
otherwise ’phone service entirely. We have a 
special report system where we send out an 
investigator if wanted. We charge extra for 
that. If I wanted a written report on Tom 
Jones it would cost 25 cents, provided I am 
the second one asking for it. When that is 
compiled in the office the second man asking 
for it will pay 25 cents, the first man pays 40 
cents. 

A DevecaTe: Doesn’t the Secretary give 
all the information ? 

Mr. Leonarp: Not unless it is a special 
report. He will give you the trade reports, 
but if you want a special written report and 
are the second man you will get it for 25 
cents. We have only started that, however, 


Be open to receive pointers. 
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and it has not been thoroughly tried out; we 
don’t know how it is going to work. 

A DevecaTe: Does the maximum charge 
give you unlimited service? 

Mr. Leonarp: The maximum charge 
gives unlimited service, but it does not cover 
the field as thoroughly as the agency report 
would; however, the merchants of Denver 
don’t seem to require detailed reports. 

Mr. Wotrort: Suppose the written re- 
port you have in your office is six months old 
and the party wants a new report. Do you 
charge him 40 cents? 

Mr. Leonarp: If you ask for a written 
report on a party that is six months old they 
will bring it up to date for a charge of 25 
cents. 

A DELEGATE: Do you give credit informa- 
tion to out of town people free of charge? 

Mr. Leonarp: No. 

A DevecaTte: How many reports is a 
man paying the minimum price allowed to get? 

Mr. LEonarD: Unlimited service, every- 
body has unlimited service. 

A DevecaTe: How do you base the rates? 

Mr. LEonArRD: On ’phone calls. We had 
a deficit of about $1100.00 on April 1, 1913. 
Something had to be done, so we raised the 
rates and the only way we could raise them 
equitably was on ’phone service for the past 
year. The Assistant Secretary of our Associa- 
tion has in his book just the number of ’phone 
calls I put in. For instance, I might call six 
or seven names at once, that is considered six 
or seven calls. The only equitable way. A 
merchant might not call twice a week. We 
have a number there paying the minimum rate 
of $35.00 who don’t ’phone in twenty-five 
times a year; they don’t use the service, and 
we charge them as much as a man using it five 
or six times a day. 

A De ecate: Do you charge for this year 
based on the number of reports obtained the 
preceding year? 

Mr. Leonarp: That only came up when 
we had to raise the rates. We don’t do it 
every year. We are paying all expenses with- 
out any difficulty since the raise in rates. 

THe CHAIRMAN: Isn’t it a fact that you 
turn down a good many applicants on account 
of lack of information that you could take on 
if you had covered a wider field? 


Mr. Leonarp: I don’t think so. 

THE CHAIRMAN: About what per cent of 
your applicants do you turn down? 

Mr. LeonarpD: In our store we will open 
up possibly 95% of accounts. You understand 


One head cannot hold all the brains. 


we have the exclusive store of the town and 
don’t get the applicants the other stores get. 

No doubt you are all interested in the per- 
centage of losses and I was going to make a 
suggestion that our new Secretary in the Credit 
World publish a list by canvass of the big de- 
partment stores showing the percentage of 
losses. We wrote east two years ago to find 
out whether our losses were greater or less than 
the average business house. ‘They reported 
that their loss was one-tenth of one per cent. 
I don’t believe that a house in the country 
keeps their loss down to one-tenth of one per 
cent. I don’t think it possible. 

THE CHAIRMAN: I don’t think the loss of 
my house will amount to that per cent—for the 
last four or five years together perhaps it did, 
but last year we kept it down to that, and as a 
usual thing we keep it down to that. 

Mr. Lreonarp: What percentage of ac- 
counts do you turn down, Mr. Gillfillan? 

THe CHAIRMAN: We are a good deal in 
the position you are in. We get the best class 
of applicants and the percentage that we turn 
down is very small. We have never kept track 
of it, but I should say we accept about 90% 
or 95%. 

Mr. LEONARD: 
counts? 

THE CHAIRMAN: We put a limit on, but 
just as a sort of a guide to go by. We would 
be freer in extending some a $100.00 limit 
than some a $25.00 limit. It is just a sort of 
a guide and don’t mean we are going to keep 
the accounts down to that. 

Mr. Ltonarp: Anybody else with losses 
less than one-tenth of one per cent? 

Mr. Wotrort: One-fifth of one per cent. 

Mr. Leonarp: What line of business are 
you in? 

Mr. Wotrort: Department store, Stix, 
Baer & Fuller. They do a business of about 
$4,000,000, credit business. But that loss does 
not carry every year. I have a case where it 
runs one-fourth of one per cent. 

Mr. Leonarp: Take a period of five 
years, for instance, or ten years. 

Mr. Wotrort: For the last five years 
never did exceed one-fourth of one per cent, 
possibly some years a fraction less than three- 
tenths, but I believe in the last five years it 
has not exceeded one-fourth. 


Mr. Leonarp: How do you arrive at 
that loss? 

Mr. Wotrort: On the total charge. Our 
business runs over $8,000,000. The loss is fig- 


ured only on charge business. 


Do you limit your ac- 
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Mr. Leonarp: Your charge business is 
what per cent. of the total? 

Mr. Wotrort: Our charge is 50%. 

Mr. Leonarp: What method of collec- 
tion do you have? 

Mr. Wotrort: We employ three collec- 
tors and our collection department, possibly 
ten strong, clerks, etc., and most of our collect- 
ing is done by mail. 

Mr. Leonarp: Do you handle your own 
collections ? 

Mr. Wotrort: I handle them myself, 
tend to all the correspondence. 

THe CHarRMAN: I think the secret of it 
is following up the collection system, not let- 
ting them get too far behind. 

Mr. Leonarp: Do you limit your ac- 
counts? 

Mr. Worrort: We limit our accounts 
and if the account should go beyond the limit 
at any time that party will get notice to come 
in and settle. 

Mr. Leonarp: In charging off your bad 
accounts, do you charge off once a year? 

Mr. WotrFort: Yes. 

Mr. Leonarp: What basis do you use in 
charging off when you go through your ledger 
at the end of the year? 

Mr. Wotrort: When an account is six 
months’ old we charge it off. 


100 MEMBERS BY NOVEMBER 20, 
1914 


The above has been the slogan of our Mem- 
bership Committee for the past year and, as 
the goal has not yet been reached, we are 
making this urgent appeal to each member 
individually for his co-operation. 

Every member is hereby appointed on the 
Membership Committee. Get busy now and 
boost your local Association. Be enthusiastic 
and alive to the benefits which YOU know 
accrue to you through your membership, and 
tell others what an important work is being 
carried on through affiliation with the National 
Association. See page thirteen in October 
“Credit World,” and see to it that it is not 
through any lack of esprit de corps that we fail 
to keep the lead. 

Enthusiasm and co-operation spell success 
for your Association, and relying on your 
ability to procure at least one, if not two, 
members before the 20th inst.. we remain, 

Enthusiastically and co-operatively. 
Frep E. Watts, 
Chairman Membership Committee, 
Rost. H. CaNnTLeEY, 
Secretary. 





PROMINENCE 





Opportunity in the Balance 

The whole world admires the man of prom- 
inence made prominent by his own efforts. 
One-half the world today is asleep, casting 
aside chances of becoming prominent. Your 
chance is lost by not grasping this opportunity. 
If you do not grasp opportunity and hold on 
fast, then do not blame any one but yourself 
for lack of prominence. I wish to offer, 
through the Credit World, a chance for every 
member to become prominent. It really makes 
me peeved when I see the great chances our 
members have of becoming prominent through 
this bulletin, and do not come forward and 
grab this chance of making themselves known 
nation wide. 

I can fill up this magazine, if it must be so, 
but my material will become dry, like eating 
crackers without water. Every man or mem- 
ber on the first of each month should send to 
me some article of importance or of interest 
that transpired during the past month. If you 
are a credit man, you are capable, and it is 
pure and simple backwardness that you do not 
contribute. 

We must fill our thirty-two pages, and we 
must fill them with good, reliable articles, mat- 
ters that will make you keep all of these issues, 
matters that will not die with the month, but 
that will live long as matters of reference. A 
valuable publication is never discarded. You 
would not think of casting aside your diction- 
ary, then make these Creprr Wor p’s as self- 
important as an encyclopedia; put such 
strength in them that only Father Time will 
allow you to forget them. Our big institu- 
tions charge great fees as temples of learning. 
This little bulletin can be made a ready refer- 
ence encyclopedia for every credit man in this 
country. 

The man in Maine may concoct some idea 
that will help our Pacific Coast brother, or the 
man on the Canadian border may know of 
some skip that will help the man in some Gulf 
city. 

We intend to devote some space to fraudu- 
lent checks, skips, etc., that will be of great 
value nationally. Great men become promi- 
nent in a day, so may you. Do not lie down 
and wait, but push ahead. A child awaits its 
mother to put him to sleep. You will also be 
put to sleep in your early stages unless you 
get to the front. Push the sleeping multitude 
aside; do not contract the contagious disease 
of “Let some one else do it.” 


1915—Booster’s Club—Ten Thousand Members—1915. 








22 The Credit World 





My next issue will be labeled Christmas 
Number. 

Every credit man should be happy in the 
thought that as the first of the year nears 
he has cut his losses down to such and such. 
If you have hit the rocky road in some past 
month of this year, then refer to the back 
issues of the Crepir Wor tp, and some good 
article may tell you of your short comings or 
your mistakes. 

Gentlemen, pardon the frankness of this 
article, but we must keep alive, alert, progress- 
ive, using our system of co-operation to stand- 
ardize a system of credits that will prove bene- 
ficial to all. 

Our mutual friend, Mr. Simms of Col- 
orado Springs, quotes Emerson. He says: “If 
a man can write a better book, preach a better 
sermon or build a better mouse trap than his 
neighbor, if he build his house in the woods 
the world will make a beaten track to his 
door.” So it is with you; try and have this 
path lead eventually to the very threshold of 
the Retail Credit Men’s National Association’s 
door. Become prominent through the differ- 
ent issues of the Crepir Wor tp by grasping 
the opportunity offered and help make our 
National Slogan 1915 Ten Thousand Mem- 
bership a reality. 

Fraternally yours, 
H. B. RicHMoNnpD, Secretary. 





BANQUET 


Associated Retail Credit Men of Los 
Angeles 


The members of this Association extended 
to their retiring officers a banquet at the Gates 
Hotel on the evening of October 10th. There 
were about fifty members present. 

One of the features of the evening was the 
Ad-Club’s quartet, which proved to be quite 
an attraction. 

Mr. Ben Gray of the board of council acted 
as toastmaster, and gave his address of wel- 
come and a toast which he had composed. 

They were then favored with an address 
from President A. J. Pickarts, the subject 
being on the present and future of the 
organization. 

Besides the speakers mentioned on the pro- 
gram, Mr. Gray called upon Mr. Logan of 
Logan, the Hatter; Mr. Jantzen of Jantzen 
Railsback company, Mr. Griffith of Mont- 


gomery & Mullin Lumber company, and sev- 
eral others. 


Selfishness in our organization is bad. 


A very pleasant and most profitable evening 
was spent and the program was closed with a 
toast to the officers and directors who had so 
conscientiously worked for the interests of the 
organization during the past year. 





BOARD OF COUNCIL 


Minneapolis, Minn., Oct. 8, 1914. 


In accordance with Article V, Section 6, of the 
By-Laws, I have assigned to each member of the 
Board of Council the territory defined below. Each 
member is apprised of the boundary of his district, 
and a copy is hereby filed with the President and 
one with the Secretary. 
eae ™ NO. 1 

J. Reichenbach, Frederick & Nelson, Seattle. State 


R Washington, except the cities of Tacoma and Spokane 
(where other members of the Board reside). 


DISTRICT NO. 2 


H. A. Rhoades, Rhoades Bros., Tacoma, Wash. City of 
Tacoma and State of Oregon. 
oe NO. 3 
. F. Roadnight, Spokane D. G. Co., Spokane, Wash. 


City of Spokane and Idaho, Montana and Wyoming. 

DISTRICT NO. 4 
F. Koch, Schuneman & Evans, St. Paul, 
North Dakota, South Dakota, Minnesota, Iowa. 

DISTRICT NO. 5 
M. C. Bowen, Embry D. G. Co., Danville, Ill. Wisconsin, 
Illinois, Indiana and Northern Peninsula of Michigan. 

DISTRICT NO. 6 
Wm. H. Luckhaupt,.W. 
Ohio, Kentucky, 

DISTRICT NO. 7 
W. H. Hart, L. S. Plant & Co., 
Jersey, Pennsylvania, Delaware. 

DISTRICT NO. 8 
Wm. P. Thompson, Retail Commercial Agency, New 
York. New York, Connecticut, Rhode Island. 

DISTRICT NO. 9 
W. S. Radway, Credit Reporting Co., Boston, Mass 
Massachusetts, Vermont, New Hampshire. Maine. 

DISTRICT NO. 10 
Aug. Altenberg, The White House, 
North half of California, Nevada. 

we ly NO. 11 
Ben F. Gray. of Gray & Bittleston, Los Angeles. 
half of California, Arizona. 

Deer ace NO. 12 

. Simms, Credit Reporting Co., 
Colorsde, Utah, New Mexico. 
ay | NO. 13 
Schurr, Woolf Bros., Kansas City, Mo. Cities 
a Kansas City and St. Joseph, Kansas, Nebraska, Okla- 
homa, Indian Territory. 

DISTRICT NO. 14 
N. R. Jones, St. Louis Com. 
Missouri (except Kansas City and St. 
sas, Louisiana, Texas. 

DISTRICT NO. 15 
Benj. C. Nance, Huddlestrop Cooper Co., 
Tennessee, Mississippi, 

DISTRICT NO. 16 
Max Fischer, Woodward & Lothrop, Washington, D. C. 
District of Columbia, Maryland, Virginia, West Vir- 
ginia, North Carolina, South Carolina. 


CYRUS P. BARNUM, 
Chairman of the Board of Council, Retail Credit 
Men’s National Association. 


Minn. 


] S. Carliles Co., Columbus, O. 
Southern Peninsula of Michigan. 


Newark, N. J. New 


San Francisco. 


South 


Colorado Springs. 


Agency, St. Louis, Mo. 
Joseph), Arkan- 


Nashville. 
Alabama, Georgia, Florida. 





Aspire to win a noble name: 

To gain an ever-living fame 

That writes itself, in trust and love, 
Upon men’s hearts! Where’er you move 
Through life, let this your motto be— 
“Truth, justice, love, sincerity!” 


W. B. Marr, Nashville, Tenn. 
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Directory of members of the Retail Credit Men’s National Association up to October Ist, 


1914. Additions will be supplemented each month of the new members received during said 


month. 
Association. 


prove a great help toward our aim of co-operation: 


ARIZONA 


TUCSON, ARIZ. 
L. G. Moore 
Susiness Men’s Protective Assn. 


CALIFORNIA 


LOS ANGELES, CAL. 
Robt. Cantley 
Secretary 
W. H. Brines 
Barker Bros. 
724 S. Broadway 
H. W. Fleming 
Beeman & Hendee 
351 S. Broadway 
Ben F. Gray 
Bittleston Law & Col. Co. 
Delta Bldg. 
Ww. - Wilson 
B. Blackstone Co. 
ig. 322 S. Broadway 
\. K. Brauer 
345 S. Spring St. 
.P. Manderville 
A. K. Brauer 
345 S. Spring St. 
E. R. Purdy 
Bradstreet Co 
204 Equitable "Bank Bldg. 
Jacob Jepsen 
Brock & Co. 
437 S. Broadway 
Leslie G. Bryant 
Bryant Upholstered Furn. Co. 
1622 W. 7th St 
W. G. Trimble 
Bullocks 
‘.s and Broadway 
x. Voigt 
Coliforsia Furniture Co. 
644 S. Broadway 
H. R. Hough 
California Motor Co. 
_ 10th and Hope Sts. 
. Price Brown 
‘Cass-Smurr-Damerel Co. 
412 S. Broadway 
Fred Ellis 
Chanslor & Lyon Co. 
12th and Grand Ave. 
J. E. Charbonnel 
307 Grosse Bldg. 
R. S. Heaton 
Commercial National Bank 
4th and Spring Sts. 
G. C. Lawrence 
Couiter Dry Goods Co. 
225 S. Broadway 
rE. Angstad 
Coulter Dry Goods Co. 
335 S. Broadway 
—— T. Smith 
A. Creamery Co. 
ti 20 Towne Ave. 
. F. Watts 
¢ ‘unningham, Curtiss & Welch 
252 S. Spring St. 
=. es Burns 
Cunningham, Curtiss & Welch 
252 S. Spring St. 
Sam Kawin 
Cc. C. Desmond 
249 S. Spring 
R.G. Dun& C 
a rn ioe ‘Bank Bldg. 
Durbin 
600 Brockman Bldg. 
J. M. Hutchison 
Farmers & Merchants National Bank 
4th and Main Sts. 
H. Victor Wright 
Feagans & Co. 
218 W. Fifth St. 
F. E. De 


218 W. Sth St. 
D. P. Beougher 
Featherweight Trunk Co. 
333 S. Spring St. 


M. C. Friedberg 
Featherweight Trunk Co. 
333 S. Spring St. 

Warren Crow 
Fischer Costuming Co. 
347 S. Spring St. 

A. Fletcher 
Fletcher Collection Agency 
W. oo Bldg. 

R. T. Foulkes 
Foulkes Electrical Co. 
1131 Van Nuys Bldg. 

Willard Goodwin 

Fowler Bros. 
543 S. Broadway 

. H. Freeman 

Freeman & Lewis 
W. 4th St. 

G. A. Anderson 
A. Fusenot Co. 

317 S. Broadway 

M. L. Germain 
Germain Seed Co. 

326 S. Main St. 

R. H. Cantley 
Grimes Stass5orth Sta. Co. 
232 S. Spring St. 

G. E. Burrall 
Goddard & Burrall 
826 S. Broadway 

William Weir 
Hamburger & Sons 
, eee & Hill St. 

|. Pickarts 
st & Frank 
443 S. Spring St. 

A. A. Scott 
Wm. H. Hoe Co. 
138 S. Main St. 

W. A. Pickarts 
Hookstratton C igar Co. 
H. W. Hellman Bldg. 

W. A. Innes 
Innes Shoe Co. 

258 S. Broadway 

James Oviatt 
Alexander & ree Co. 
209 W. 4th S 

Miss Bru hog 
Jacoby Bros. 

331 S. Broadway 

W. F. Jantzen 

Jantzen- ee Co. 
720 S. Hill 

H. Senihonger 
H. Jevne Co. 
6th and Broadway 

J. Fisher 
H. Jevne Co. 
6th and Broadway 

T. S. Southwick 
Kingsley, Mason & Collins 
258 S. Main St. 

O. E. Brown 
Kellow & Brown 
147 S. Main St. 


_ 


{. T. Lee 
Henne Bldg. 
Sam Levy 
Charles Levy & Son 
446 S. Spring St. 
A. E. Little & Co. 
_ 426 S. Broadway 
= ' Logan 
- ogan the Hatter 
628 Broadway 
E. C. Lyon 
Lyon, McKinney & Smith 
652 S. Broadway 
E. L. Arland 
Lyon, McKinney & Smith 
652 S. Broadway 
A. L. Lumbard 
Machin Shirt Co. 
H. B. Richmond 
345 South Spring St. 
420 S. Broadway 
H. M. Clark 
Mackie-Foley Co. 
723-5 S. Hill St. 


In this way every member can keep in touch with every other member of the National 
This list is arranged alphabetically, according to states and cities, and should 


= 


. L. Matheson 
Matheson, Inc. 
747 S. Broadway 
H. A. Smith 
Mullen & Bluett 
600 S. Broadway 
C. H. Griffen 
Montgomery & Mullin Lbr. Co. 
5th and San Pedro Sts. 
TY. R. Peelham 
Montgomery & Mullin Lbr. Co. 
5th and San Pedro Sts. 
. O. Cashin 
National Ict & Cold Storage Co. ; 
Center and Turner Sts. 
=. M. Bourland 
National Ice & Cold Storage Co. 
P. O. Box No. 1 
O. Newcomb 
Newcomb Bros. 
Broadway 
H. “p. Spear 
S. Nordlinger & Sons 
631 S. Broadway 
R. W. Reed 
Office Experts & Bndg. Co. 
229 Laughlin Bldg. 


— 


— 


_ 


c. ‘i. Morris 
> J. Pauly Co. d 
F. Chase 


P ames Dohrmann Co. 
444 S. Broadway 
L. V. Stockwell 
Pease Bros. 
640 S. Hill St. 
J. F. S. D’Aule 
Reference Association of California 
Lyceum Theater Bldg. 
E. M. Hitchcock 
Retail Merchants’ Credit Assn. 
815 Hollingsworth Bldg. 
treme H. Rice 
George Rice & Sons 
, 303 E. 4th St. 
a : Fielding 
” Riv erside-Portland Cement Co. 
640 Title Insurance Bldg. 
B. a 
ia Robinson Co. 
$39 S. Broadw ay 
Jo Be Rosen 
409 Int. Savings Bank Bldg. 
W. P. Hannaford 
Sanborn, Vail & Co. 
2. F. Scott 
Scott & Price 
Cit. National Bank Bldg. 
*. J. Schafer 
Mver Siegel & Co. 
445 S. Broadway 
Com R. Bowman 
B. Silverwood 
354 S. Broadway 
William McKenna 
F. B. Silverwood 
554 S. Broadway 
sob Blankenship 
James Smith & Co. 
548 S. Broadway 
R. H. Mesick 
Walter E. Smith Co. 
216 S. Spring St. 
F. E. Peterson 
S. California Music Co. 
332 S. Broadway 
W. N. Stamps 
W. N. Stamps Co. 
Merchants’ Trust Bldg. 
H. af Ay yatt 
tam 
2 = Bldg. 
~. M. Stanley 
Stanley Merc. Agency 
209 Washington Bldg. 
«5. Hubbard 
Union L ithograph Co. 
2030 E. 7th St. 
. M. Rust 
Union Oil Co. 
Union Oil Bldg. 


os 


— 
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_~ 


Send in material for publication. 
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W. E. Gri 
Union Of Co. 
Union Oil Bldg. 
W. E. Switzer 
Unt ue Cloak & Suit House 
25 §. Broadway 


D,fones 

Warrantors Co. 
206 S. Spring St. 

S. B. Webb 
Webb-Fisher Co. 

329 S. Spring St. 

F. E. Whitney 
Western a Co. 
601 E. 2nd St. 

F. B. Heidel 
Wetherby-Kayser Co. 
> and Broadway 

Benedict 
W oodill-Hulse Elec. Co. 
3rd and Main Sts. 


SAN FRANCISCO, CAL. 

Stephen Rav 

I. Magnin & Co. 
August Altenberg 

“White House” 

OAKLAND, CAL. 
G. W. Whitney 
bgt ~ ee Co. 

E. H. 

H. é Campbell & Co. 


COLORADO 


Oe GRASS SPRINGS, COLO. 
- Si 


ims 
(AS . Reporting Co. 

H. C. Chapman 
Giles Mercentile Agency Co. 


DENVER, COLO. 
E. A. Howell 
Retail Credit Men’s Assn. 
F. T. Leonard 
Daniels & Fisher Co. 
David F. Low : 
American Furniture Co. 
MONTROSE, COLO. 
E. E. Schuyler 
Montrose Credit Co. 
PUEBLO, COLO. 
W. L. Stone 


CONNECTICUT 


HARTFORD, CONN. 
Ezra F. Bates 
Brown, Thompson Co. 
William Flanagan 
Fox & Co. 
DISTRICT OF COLUMBIA 
WASHINGTON, D. C. 
Max Fischer 
Woodward & Lothrop 
Charles M. Keefer 
S. Karm, Sons & Co. 


GEORGIA 


ATLANTA, GA. 
; M. High Co. 
yeon Walker 
Chamberlain-Johnson Co. 


ILLINOIS 


ALTON, ILL. 
Merchants’ Security System 
BLOOMINGTON, ILL. 
J. E. Harris 
A. Livingston & Sons 
CHICAGO, ILL. 
John W. McConnell 
Carson Pirie Scott Co. 
George Koelle 
Commercial Reference Co. 
J. Edw. Newberry 
“ Louis Weber & Co 
J. Rice Brown 
Mandell Bros. 
FREEPORT, ILL. 
Paul Bickenback ‘ 
William Walton’s Nephews 
KEWANEE, ILL. 
Miss Estella Fleming 
Lyman Lay Co. 


PEORIA, ILL. 
W. O. Overbeck 
Block & Kuhl Co. 


INDIANA 


CRAWFORDVILLE, IND. 


M. Bernheimer 
Louis Bischof 


IDAHO 


BOISE, IDAHO 
J. E. Bruce 
The Mode 


IOWA 


DAVENPORT, IA. 
R. H. Harned 
Harned & Von Maur 
DES MOINES, IA. 
John J. Ruvane 
Harris Emery Co. 
Utica Clothin —_ 
Utica Clothing 


MARSHALLTOWN, 1A. 
A. H. E. Mathews 
Credit Guide Co. 
SIOUX CITY, IA. 
J. F. McMurry 
Credit Raletenee Co. 


KANSAS 


TOPEKA, KAN. 
L. G: Thorpe 
Mills Dry Goods Co. 
WICHITA, KAN. 
Henry M. Lewis 
Merchants’ Credit Bureau 


KENTUCKY 


LOUISVILLE, KY. 
F. Yost 
H. J. Gutman & Co. 
S. Byck 


“ube * & Wellendorf 
. N. Adams 
Stewart Dry Goods Co. 

J. Bacon & Sons 


LOUISIANA 


NEW ORLEANS, LA. 
C. S. Wilcox 
Wilcox Mercantile Agency 
Rehert Lemhar 
D. H. Holmes Co. 


MASSACHUSETTS 
BOSTON, MASS. 


H. L. Royer 

M. Sternert & Son 
C. S. Ryan 

Remington Typewriter Co. 
Ww. adway 

Credit ‘Reporting Co. 
Wm. H. ardson 

Wm. H. Richardson & Co. 
STW E. yy 


7 Byren E. Bailey Co. 
Glover 
wt Kennard & Co. 
Thomas Downing 

Boston Globe 

ewison 

Browning King Co. 
John D. Parker 

7. Filenes Sons & Co. 
F. A. McVicar 

Gilchrist Co. 
John J. Mundo 
. Jordan Marsh Co. 


McKay 
A. J. Lloyd & Co. 
R. H. Graham 
A. Shuman & Co. 
G. H. Bourne 
Henry Siegel Co. 
George A. May 
Macullan Tistes Co. 
Harry P. Kimball 
Collins & Fairbanks 


Every subscriber should butt in. 





Charice Todd 
Magrane parton Co. 
M. J. Fiend 


— H. yo Co. 
Edward P. Clancy 
Crawford Plummer Co. 
John J. Rafter 
Chandler & Co. 
W. B. Cla 


W. B. Clark Co. 
John D. Clark 
E. T. Slattery Co. 
O. E. Mace 
Shepard Norwell Co. 
D oeser 
Conrad & Co. 
Fred Curry 
Downes Lumber Co. 3 
Tames Middleton Py 
Harper & Bros. 
M. C. Chamberlin 
L. P. Hollander & Co. 
Fred paery 
" P. Hood & Son 
H ’. Jackson 
< Ve Hovey Co. 
+. McNeilly 
Ri hos. B. Jeffery & Co. 
Prem Mason 
Vm. Leavens & Son 
J. W. Little 
Library Bureau 
. E. Dennis 
Massachusetts Wharf Coal Co. 
R. S. Lounsbury 
Metropolitan Coal Co. 
=. N. Ray 
Paine ,-—f Co. 
F rank B. Elw 
S. Pierce Co. 
Ss. YL Sprin 
Tailor’ s Exchange 
J. F. McNeil 
Thayer, McNeil & Hodgkins 
Harry Hatch 
Thresher Bros. 
L. L. Davis i 
S. S. White Dental Co. ; 
Phineas Hubbard ‘ 
T. D. Whitney Co. 
E. A. Davis, Jr. 
T. D. Whitney Co. 
P. H. McDonal 
Ames a & Seed Co. 
J. R. Halsey 
Gone & Farrar 
M. B. Merrill 
Ricker Jaynes Co. 
Chas. S. Norris 
181 Fremont St. 
Andrew Sullivan 
Continental C. Co. 
House 
Aylmer N. Hatch 
Walter Hatch Co. 
.E. Smith 
Boston Herald 
W. P. Shreve 
Shreve, Crump & Law . 
hee. H. Spencer 
T. E. Moseley Co. 
H. H. Harris 
H. H. Tuttle Co. 
Harry E. Brooks 
Staple Coal Co. 
Neil Buckley 


"J. V. Ballard & Sons 


WORCESTER, MASS. s 
James Wilson | 
Denholm & McKay Co. 


MICHIGAN 


GRAND RAPIDS, MICH. 
. L. Hammer 
“Commercial Credit Co. 
J. I. Reinhart 
Johnson & Hill Co. 


MISSOURI 


KANSAS CITY, MO. e 
A. Shurr ; 
Wives Bros, 
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ST. LOUIS, MO. 
Noble R. Jones, Sec. 
Dolph Bldg. 


, 604 Olive St. 
Ry 
’ The Baldwin Co. 
1111 Olive St. 
Oscar W. Blanke 
Oscar W. Blanke 
4400 Chouteau Ave. 


Britt Pig & Pub. _ 


F. J. Dicks 
Browning, King & Co. 
6th and Locust Sts. 

E. fe Kenady 


H. Bestener Furn. & Carpet Co. 


7 oi Washington Ave. 
George R. Guyot 
Carlyle Dairy Co. 
1115 N. Vandeventer 
G. M. Chapman 
Chapman Bros. Cl. & Dyeing Co. 
3100 Arsenal St. 
W. M. Price 
Chenoweth Cl. & Dyeing Co. 
1416 Washington Ave. 
E. W. Glauber 
Colonial Laundry Co. 
4016 Olive St. 
F. i. oo 
F. Conrad Grocery Co. 
I Washington Ave. 
A. H. Donnewald 
Donnewald Ice & Coal Co. 
2629 Market St. 


Drosten Jewelry Co. 
tg | Locust St. 

Jos. J. Kracke 
Erker Bros. Optical Co. 
608 td St. 

O. D. Evans 
O. D. Evans Ins. Agency Co. 
Pierce Bldg. 

. F. Jackson 
Famous & Barr Co. 
6th and Olive Sts. 

F. K. Fitzgibbon 
te Fuel Co. 
1616 S. 39th St. 

Nelson Seer 
Thomas W. Garland 
409 N. Broadway 

C. C. Mannebach 
Grafeman Dairy Co. 
21st ¥- — Sts. 

Vm. 

Greeniad Clothing Co. 
710 Olive S 

Fred M. + 
Hackman Bros. 

3901 Russell Ave. 

W. J. Hegwein 
Hegwein Coal Co. 
John and Bulwer Ave. 

George L. Heidbreder 
Heidbreder Coal Co. 
2212 Washington Ave, 

W. F. Heinecke 
Heinecke Coal & Supply Co. 
1940 S. + eee 

John A. Hacker 

Hellrun 

906 Washington Ave. 

. G. Stauffer 

Hess & Culbertson Jewelry Co. 

7th and St. Charles Sts. 

W quer — * Hooper 

V. Hooper & Bro. 
3908 Market St. 

Louis Eisleben 
Hyatt’s 
417 N. Broadway 

J. B. Rueschhoff 

Jersey Farm Dairy Co. 
1007 Russell Ave. 

F. L. Keightely 
S. E. Reightley & Bro. 
1616 S. 39th Se. 


a 


and Grimm H. F. Co. 


Charles E. Vickers 
J. Kennard & Sons Carpet Co. 
4th and Washington Ave. 

Oliver Abel 
Kleeno Mfg. Co. 

536 DeBalivere Ave. 

M. H. Tooey 
Kline Cloak Co. 

500 Washington Ave. 

George W. Burley 
Leader Leuadie Co. 
2315 Texas Ave. 

Samuel T. A. Loftis 
Loftis Bros. & Co. 

206 Carleton Bldg. 
B. i‘ Wilkinson 
W. Losse Prog. Tailoring Co. 
$07 N. 6th St. 

Arthur B. Dewes 
Lumbermen’s Ptg. Co. 
1118 Pine St. 

F. L. Mackey 
Mackey-Spiro Co. 

517 Olive St. 

Forline 
“Mermod-Jaccard & King Jewl. Co. 
Broadway and Locust 

eyer 
“Meyer Bros. Coal & Ice Co. 
4446 St. Louis Ave. 

Charles Less 
Modern Auto Repair & Recon. Co. 
4601 Olive St. 

Louis Idler 
A. Moll Grocery Co. 

614 Franklin Ave. 

E. M. Woolger 

Monarch Laundry Co. 
2719 Franklin Ave. 

A. Allina 

Neusteter Cloak & Suit Co. 
p.t'w and Ae ces Ave. 


Dt ae & Bro. D. G. Co. 
Broadway and Washington 

J. J. O’Connor 
O’Connor-Coleman Grocery Co. 
620 N. Sarah St 

J. Wm. Hagemeyer 
Pevely Dairy Co. 

3301 Park Ave. 

C. A. Prosser 
Prosser’s Furn. & Storage Co. 
3220 Olive St. 

John R. Wilder 
Prufrock-Litton Furniture Co. 
4th and Vine Sts. 

J. H. Quatmann 
J. H. Quatmann 
3682 Folsom Ave. 

J. C. O’Brien 
T. J. Reid Shoe Co. 

711 Washington Ave. 

Henry Rosenbaum 
Henry Rosenbaum 
4101 Russell Ave. 

E. F. Hagermann 
St. Louis Dairy Co. 

2008 Pine St. 

H. A. Schmidt 
H. A. Schmidt 
Central National Bank Bldg. 

Morris Schweig 
Schweig Art Nouveau Studio 
4927 Delmar Ave. 

W. T. Snider 
Scruggs. \o; oo & Barney 

£ Olive Sts. 


Sensenbrenner’s 
6th and St. Charles Sts. 
Jacob Shank 
Jacob Shank 
4931 Delmar Ave. 
Max Skelton 
Skelton Tailoring Co. 
807 Pine St 
W. Berg 
Skinner & Kennedy Sta. Co. 
312 N. Broadway 
J. E. Ernst 
Sonnenfeld Millinery Co. 
610 W ——— Ave. 
H. A. Copeland 
F. A. Steer Furn. Goods Co. 
9th and Olive Sts. 
A. H. Fiske 
Steinberg’s Hat & Fur. Co. 
10th and Olive Sts. 


Read all of these lines. 


O. H. Stephan 
Stephan Coal Co. 
117 N. 3rd St. 
Sig. Wolfort 
tix, Baer & Fuller D. G. Co. 
6th and Washington Ave. 
F. F. Svoboda 
F. F. Svoboda 
4310 Olive St. 
John C. Day 
Union Dairy Co. 
Duncan & Newstead 
A. O. Willig 
Union Fuel Co. 
Railway Exchange Bldg. 
Julius Weissenborn 
A. Weissenborn & Son 
313 Olive St. 
J. L. Munger 
WwW coheinlater Laundry Co. 
4115 Olive St. 
Walter V. Wolff : 
. S. Wolff Clothing Co. 
roadway and Washington 
J. L. Young, 
Young’s Shoe Co. 
914 Olive St. 
Cc. R. Dill 
Munger’s Laundry 
10 Washineton Ave. 


MINNESOTA 
DULUTH, MINN. 


Geo. C. Fairley 
Secretary 
A. C. Pearson 
French & Bassett Co. 
E. M. Gillette 
, Columbia Clothing Co. 


. Amon 
reidler Piano Co. 

S. S. Sparks 

R. R Forward & Co. 
Albert Mark 

I. Freinmuth 
Clyde Fenton 

ake Hardware Co. 

James Meakin 

J. M. Gidding & Co. 
Ww. B. eo, 

Geo. A. Gray & Co. 
Bertha Grube 

Miller-Albenberg Co. 
E. L. Linck 

Kelly Furniture Co. 

. G. Nelson 

Williamson & Mendenhall 
A. G. Strong 

Kelly Hardware Co. 
Anna Ameson 

M. Mt Gasser Co. 
Bertha Mendleson 

Silberstein & Bondy 
Charles J. Nolan 

Duluth Glass Block Store 


ST. PAUL, MINN. 


P. J. Geib 

Field es & Co. 
FP. H. Koc 

latin & Evans 
C. D. Russell 

The Golden Rule 
A. F. Gerlich 

Mannheimer Bros. 
J. C. LaBossiere 

J. C. LaBossiere & Co. 
Geo. H. Burke 

The Emporium 
Miss Jones 

The Sixth Street Store 
F. G. Borjes 

Browalne, King & Co, 
J. G. Russell 

M. L. Rothschilds & Co. 
J. C. Barnes 

Union Credit Co. 
William P. Hamm 

Plymouth Clothing Co. 
J. F. Angell 

Boston Clothing Co. 
R. N. Cardozo 

R. N. Cardozo & Bros. 
A. G. Johnson 

Johnson Furniture & Carpet Co. 
Miss Carlson 

C. Borg Furniture Co. 

H. S. Schreiner 

Wallborn Furniture Co. 








26 





The Credit World 


























































































E. W. McGaugl ney 

E. Albrecht & Son 
Carl Sundkvist 

E. Sundkvist & Co. 
Charles Schoch 

Andrew Schoch Grocery Co. 
C. O. Porter 

Michand Bros. 

E. Gates 

Crescent Creamery Co. 
H. B. Pratt 

Bullard Bros. 
H. J. Hadlich 

5 amm Brewing Co. 

. M. Nelson 

First National Bank 

American National Bank 
G. M. Brack 
H. B. Humason 

Capital National Bank 
M. Roy Knauft 

, Merch ants’ National Bank 

. D. Dysinger 

*: Holm & Olson 

Arford 

‘anoveult 1& Drake 
William Brand 

S. Brand 
A. W. Wilson 

Howard Farwell Co. 
E. A. Martinson 

_E Ik Laundry Co. 

A. W hitaker 
t ic arnegie Fuel Co. 
t R. B. Hudepohl 
Pittsburg Coal Co. 


Charles R. Lane 
Secretary 
M. J. Solon 
The Dayton Co. 
Thomas Johnson 
Powers Mercantile Co. 


W. P. Willet ts 


L. Ss eseideen Co. 
H. C. Heath 
Minneapolis Dry Goods Co. 
G. A. Burner 
John W. nee & Co. 
L. C. Kellog 
New E ngland F. & C. Co. 
Miss A. B. Collins 
P a Clothing House 
iss E. A. Bartlett 
Browning, King & Co. 
Price 
soutell Bros. 
a 3 Cities 
M. L.. Rothschild & Co. 
Mrs. x Sather 
Glessner-Washburn Co. 


C. J. Allen 
Young-Quinlan Co. 
J. E. Rose 


ve F.& €. Co. 
*. W. Kerston 
"Cedar Lake Ice Co. 
. C. Reichmuth 
we Bovey Lumber Co. 
as - L. Beal 
Atkinson & Co. 
Mics Romeo 
Gittelson Jewelry Co. 
L. G. Wilcox 
Gimbel-Zimmer Co. 
B. A. Clepp 
Thoen Bros. Clothing Co. 
T. V. Moreau 
T. V. Moreau Co. 
J. G. MacLean 
Security National Bank 
Cc. R. Chaney 
N. W. National Bank 
M. D. Chandler 
First National Bank 
S. J. Skogness 
C. S. Brackett Co. 
t F. W. Porritt 
; Yerxa Bros. Co. 
C. P. Barnum 
Barnum Trunk Co. 
George H. Capper 
Capper & Capper 
L. H. Bostwick 
R. M. Chapman Co. 


MINNEAPOLIS, MINN. 


L. E. Youngren 

Metropolitan National Bank 
Charles F. Miller 

aeneere Clothing House 
C. G. French 

W m. A. French & Co. 


H. B. Whitted 
D. B. Green 
Pike & Cook Co. 
George H. Root 
Root & Hageman 
E. D. Boelter 
Herbert Pearce Co. 
Thomas Andrews 
Journal 
C. A. Peterson 
Tribune 
J. A. Brooksby 
Brown Bros. Merc. Co. 
C. E. Hill 
, not State Bank 
. Juster 
. Bros. 
S. H. Towler 
Minneapolis Steam Laundry 
J. Minrow 
Hen. Steam Laundry Co. 
C. Sipkins 
Kronick C. & D. Co. 
E. Anderson 
Holman-Gerdes Co. 
. G. Nelson 
“Turnbull-Nelson Co. 
. H. Conary 
'p ittsburg Coal Co. 
C. O. Everson 
Walter i. Badger Co. 
. J. Nagl 


j. F. McDonald Lumber Co. 


O. J. Thorpe 

National City Bank 
O. A. Sabom 

National Window Shade Co. 
G. E. DeForest 

W. Morison & Co. 
A. E. Lindhjen 

Scand.-Am. National Bank 
F. W. B. Coleman 

City F +, Co. 


MONTANA 
LEWISTON, MONT. 
W. D. Symmes 
a eee Co. 
LSTALL, MONT. 
H. W. Schnell 
Flathead Mer. Assn. 


NEBRASKA 
LINCOLN, NEB. 
O. M. Meyer 
Nebraska Credit Co. 
OMAHA, NEB. 
I. A. Benedict 
Thompson Belden Co. 
George R Cathro 
Hayden Bro. 


NEW YORK 
NEW YORK, N. Y. 


W. P. Thompson 


Retailers’ Commercial Agency 


Weber & Heilbroner 
241 Broadway 
E. G. Soltman 
140 W. 29th St. 
E. G. Soltman 
140 W. 29th St. 
Weber & Heilbroner 
241 Broadway 
William P. Thompson 


Retailers’ Commercial Agency 


BUFFALO, N. Y. 
Noble S. Butt 
Siegust & Fraley 
Hens & Kelly Co. 


ELMIRA, N. Y. 
E. H. Landon 
S. T. Iszard Co. 
UTICA, N. Y. 
John A. Roberts & Co. 
SYRACUSE, N. Y. 
James F. Spaulding 
Spaulding Mer. Agency 


How about getting busy yourself? 


LONG ISLAND CITY, N. Y. 
Edward Schnauber, Jr. 
Astoria Mer. Agency 


ROCHESTER, N. Y. 


John Miller 


Clinton Ave. N. 
H. K. Hefron 
3. Forman Co. 
H. T. Oliver 
328 South Ave. 
C. A. Elwood 
Powers Bldg. 
John A, Van Ingen 
Van Ingen Coal Co, 
Frank H. Fisher 
C. of C. Bldg. 
F. A. Culley 4 
31 Main St., E. f 


John i. Mad de on 
E. 


Edward Co. 

ieee Gam ad 

Lincoln National Bank 
Jacob Scherer 

Daniel’s Smart Shop 

. J. Ernst 

“L. Ernst & Sons 
William Heinrich 

Livingston Zldg. 
Stephen Forschler 

Eastwood & Son Co. 


NEW JERSEY 
NEWARK, N. J. 
W. A. Hart 
. S. Plaut & Co. 
William S. Rauch 
Credit Reporting Co. 


NORTH CAROLINA 


ASHVILLE, N. C. 
M. Lopinsky 


OHIO 
AKRON, OHIO 


oy ar Smith 
. H. Yeager Co. i 
OLUMBUS, OHIO : 
William H, Luckhaupt 
Th eW. 4 Carliles Co. 
DAYTON, OHIO 
The Pike Lumber Co. 
SPRINGFIELD, OHIO 
J. S. Merrill 
Merchants’ Collecting Co. 
ZANESVILLE, OHIO 
Kessler Commercial Co. 
PENNSYLVANIA 


ERIE, PA. 
A. M. Howes 


RHODE ose 


PROVIDENCE, R. 
George B. Irish 
J. Samuels & Bro. 
David T. Downie 
Callender, McAuslan & Troupe Co. 


TEXAS 


ENNIS, TEX. 
A. L. Berge, Sec. 
Merchants’ Credit Assn. 
GALVESTON, TEX. 
H. B. Meyer 
The Fellman Dry Goods Co. 
HOUSTON, TEX. 
C. W. Huntley 
Texas Mer. Agency a 
SAN ANTONIO, TEX. ; 
Adolph Grasso, Sec. 
San Antonio Retail Merchants’ Assn. 
Emil Meuller 
Joski Bros. Co. 


x 
TENNESSEE t 


MEMPHIS, TENN. 
G. A. Lawo - 
Jno. Gerber Co. e 
ASHVILLE, TENN. : 
R. H. Poindexter 
D. Loveman & Co. 
Ben. C. Nance 
Huddleston-Cooper Co. 
Volney James 
The James Agency 


i 
' 
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VIRGINIA 
r vane, VA. 
Paul T. Willis oat 
Retail Merchants’ Assn. R. J. Reichenbach 
RICHMOND, VA. 
John A. Devine 
Fomgureau-Temple & Co. 
G. N. Sherman 
Bureau of Credits 
WISCONSIN 
SUPERIOR, WIS. D. F. Hallahan 


Roth Bros. “Greenough’s” 


Frederick & Nelson 


Alger A. Neil 


T. C. Simmons 
230 Lyon Bldg. 


WASHINGTON 
SEATTLE, WASH. 


The Grote Rankin Co. 
Ernest Hardware & Plumbing Co. 


SPOKANE, WASH. 


Hill Bros. Shoe Co. 
520 Riverside Ave. 
F. Roadnight 
Spokane Dry Goods Co. 
W. G. Ramage 
Hawke Fuel Co. 
G. S. Hebberd 
Tull & Gibbs 
D. R. McClure 
Chrystal Laundry 


TACOMA, WASH. 


H. A. Rhodes 
Rhodes Bros. 





GREAT POSSIBILITIES ASSURED BY 
MEANS OF CO-OPERATION 
Reach Out Nation-Wide Through the 
Credit World 

Every member of the Retail Credit Men’s 
National Association is appointed on the edi- 
torial staff of the Credit World. We must 
have the support of every member; every 
member should get his or her think tank to 
working and send in articles for publication. 
Jot down your thoughts. Do not let your 
neighbor do all the work. We do not want 
an organization with but a few prominent 
members, become prominent yourself. We all 
realize it is much easier to read than to write. 
Let every member of this Association become 
prominent. 

I want to put so much enthusiasm in the 
Credit World that every member will want to 
adopt the watchful-waiting policy, waiting 
anxiously every month for the Credit World’s 
arrival. I want to put out such a newsy mag- 
azine that the members will go after it like a 
hound pup after gravy. 

Co-operation we must have and will have, 
if I have to take it up individually with every 
member of this Association. Do not stand 
still. It is alright to rest a moment but push 
ahead. No battle was ever won without a 
struggle. Make up your mind right now that 
you are a live wire and you are but you do not 
know it. You could not be a credit man or 
an associate of credit men, if you were a dead 
bird. 

We will have within a very short time the 
most talked of, high spirited publication of its 
kind in the world. I am making good my 
statement appearing in the October issue, of 
increasing the size of this bulletin monthly. 
The October number had twenty-four pages, 
as you see this, the November number, has 
thirty-two pages. You must do your share 
towards filling these pages and not leave it 
to a few. If you are unable to send in some 
news items or a little write-up now and then 
of your daily observations you can have your 
stenographer do it. It is immaterial to me, 
just so I get them. There is no board of cen- 


sorship and if you want to get before the pub- 
lic then kick in. 

I further wish to ask that the proceedings 
of every one of your Association’s meetings be 
forwarded to me directly after such meeting. 

Kindly take note of the letter recently sent 
out by Secretary Cantley of the Associated 
Retail Credit Men of Los Angeles, appearing 
in this issue. This spirit has long been im- 
bedded in Mr. Cantley’s system and it only 
needed a slight incision to let it out, and this 
incision was made at our last meeting of the 
local Association. Ginger is the dope. It will 
be from now on the prevailing tonic of our 
National Association. I am determined to 
fulfill our National Slogan: Ten Thousand 
Members 1915. But, to do this, I will have 
to call out the reserves. Yes, sir, our bugle 
call is now sounded from the Coast of Maine 
to the orange groves of California. 

Now get busy, standardize a system of cred- 
its, through co-operation, that will make our 
Association an asset of great value to every 
retail merchant in this country. 

See page 31—Last-Minute Appeal to Get 
Out and Hustle. 





JOIN THE NATIONAL 


“Boss,” be rational, 
Join the “National.” 
It saves you “Mon,” 
You can’t get “stung.” 


I had a friend, 

Loaned him ten. 

I joined the “National” ; 
“Never again!” 


Creditman was blue, 
Didn’t know what to do. 
He joined the “National.” 
Now he feels like “new.” 
* * * 

“Boss,” be wise, 

Be some “size,” 

Join the “National” 


And open your eyes. 
* * * 


1915—Booster’s Club—Ten Thousand Members—1915. 
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Extracts from Address Delivered Before 
the Los Angeles Fire Underwriters’ 
Association, Thursday Evening, 
October 15th 
By H. Victor WriGHT, 

Of Feagans & Co., Los Angeles, Cal. 


When we consider that 90% of the business 
of this country is based upon credit, and only 
10% on cash, it is readily recognized that the 
dispensing of credit has become a very import- 
ant, far-reaching and vital factor in the busi- 
ness world of today. 

It is not a question of many years since 
credit was largely extended upon a happy-go- 
lucky method, entirely unworthy of the re- 
sponsibility which it involved. 

Moreover, the position of the credit man 
was deemed so insignificant as to be practically 
unrecognized, or, at the best, as involving 
duties so unimportant as to be unworthy of 
dignity, financial recompense or the occasion 
for necessary education and training. 

The past few years, however, have seen a 
great change in this respect. Credit is no 
longer dispensed upon a basis of “hit or miss,” 
and the credit department has come to be rec- 
ognized as a most important adjunct in the 
business structure of every commercial enter- 
prise, and is being conducted largely upon 
scientific lines. 

In this advancing recognition, the manager 
of the credit department has naturally and 
justly shared, and the importance of this office 
is acquiring ever-increasing distinction. 

The requisite qualifications of a truly suc- 
cessful credit man are neither few nor to be 
despised. He must be a man of education, 
pleasing manner, courteous, patient, and in- 
evitably tactful—a man of quick decision, dis- 
tinguished, however, from impetuosity; of 
rare intuition, mingled with sound business 
discretion—a good judge of human nature. 

He must possess the ability to intelligently 
analyse a statement of financial condition, and 
quickly detect its weakness or its strength; to 
distinguish the nature of its assets and recog- 
nize inconsistencies when inconsistencies exist. 
He must be a man of some executive ability, 
for the relation which the credit department 
bears both to the accounting and collection de- 
partments is so intricate that they should all 
be subject to his control. 

His relation to the sales department is nec- 
essarily a very intimate one, and requires an 
attitude that will inspire towards himself the 
fullest confidence and cordial co-operation, 
each toward the other. 


Los Angeles reports one hundred members. 


These and many other qualifications are 
more or less essential to the credit man of to- 
day, and most of them are vitally necessary to 
his success. 

The organization of local bodies of credit 
men has done more, in my judgment, than any 
other one factor to bring about a proper recog- 
nition of the responsibility of the position 
which a credit man maintains, and to give 
rightful dignity and more consistent recogni- 
tion to his office. 

The first movement, I believe, toward this 
end took place only as far back as 1893, under 
the auspices of the World’s Fair Auxiliary 
Congress. But since that time large national 
associations have come into existence, and 
numerous local associations of credit men have 
been organized for the betterment of local 
credit conditions, for the purpose of improved 
legislation as pertaining to credits, and for that 
mutual interchange of thought and experience, 
the value of which has been so abundantly 
demonstrated. 

The National Association of Retail Credit 
Men, with which our local association is afhl- 
iated, is still in its infancy—a little over two 
years old. Organized at Spokane, Wash., in 
August, 1912, it held its first annual meeting 
in Rochester, N. Y., in August of last year, 
with gratifying attendance, and this year in 
St. Louis, Mo., with a splendid delegation 
from all parts of the country. 

Our local association was privileged to send 
two delegates to St. Louis, and was honored 
by the election of three of our members to 
offices in the National Association ; also bring- 
ing to Los Angeles for the present year the 
publishing of the bulletin of the National As- 
sociation, known as the Crepir Wor Lp. 

Our local association was formed in Novem- 
ber, 1912, barely two years ago, and has a 
present membership of eighty-eight, which is 
the largest membership of any local organiza- 
tion affiliated with the National Association. 
The membership committee is hoping to bring 
this number up to the “century mark” within 
the coming week, which marks the closing of 
our present fiscal year. 

It may be interesting to you if I briefly re- 
late the circumstances which led to the organi- 
zation of our local association, and what we 
have accomplished during the brief period of 
its existence. 

For a number of years past we had in Los 
Angeles one or more retail mercantile agencies, 
the services of which had been most necessary 
and helpful to the dispensing of credit, and, 
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while refraining from criticism of any of these 
agencies, it is to the lasting credit of one of 
them that, through the efforts and progressive 
methods of its manager, it brought to the mer- 
chants of this city a service vastly superior to 
anything which we had formerly known. And, 
in order to work in the fullest harmony with 
its members, the manager of this agency in- 
vited its subscribers to meet together from 
time to time to discuss credit problems and 
suggestions for the greater efficiency of the 
service which this agency was seeking to 
render. 

Out of this movement came the further sug- 
gestion that a committee of credit men should 
be appointed from this membership which 
would meet, together with the manager of the 
Credit Rating Bureau, at frequent intervals, 
in order to promote the fullest co-operation as 
between the agency and its subscribers. 

It was my privilege to serve upon that com- 
mittee from its inception, and it was this com- 
mittee which developed the further thought of 
the forming of an association of the retail 
credit men of this city, and who, in October, 
1912, sent out a letter of invitation to a large 
number of representative credit men, inviting 
them to meet together to discuss the desira- 
bility of forming such an association. 

This association was duly organized the 
month following (November, 1912), and is 
governed by a board of six directors, with four 
officers—president, vice president, secretary 
and treasurer—as ex-officio members of the 
board, and directors’ meetings are held at least 
once every month, and it is seldom that any 
officer or member of the board is absent from 
these meetings. 

The regular meetings of the association 
(open to all its members) are held monthly, 
and it has frequently happened that the attend- 
ance has been in excess of the existing mem- 
bership, assistant credit men being particularly 
urged to be present at these meetings, which 
results in some houses being represented by 
two or more members. 

At these meetings it has been customary to 
invite some outside speaker to deliver an ad- 
dress upon some topic which will be of special 
interest and instruction to the members, in ad- 
dition to which, topics for general discussion 
are usually selected, and much help has been 
obtained from these free and informal discus- 
sions among the members themselves. 

We all feel that there is a great educational 
value to be obtained from these meetings, and 
the opportunity for acquaintance and good-fel- 
lowship has been a most welcome one. 


It is particularly advantageous for the assist- 
ant credit men, who are thereby afforded an 
opportunity of enlarging their acquaintance 
and experience along credit lines, in a manner 
which would be impossible in any other way. 

We have adopted a form to be used by ap- 
plicants for credit, which is now in almost 
universal use by the members of the Associa- 
tion, and which has been found to be most 
helpful, especially in the case of an unworthy 
applicant for credit, who, making unsuccessful 
application at one store, realizes, upon being 
asked to use a similar form at another store, 
that there is some concerted action upon the 
part of the merchants for the protection of 
credit. 

We still recognize the need for even greater 
co-operation upon the part of our membership, 
but the improvement which has taken place in 
credit conditions in Los Angeles during the 
past two years has been most gratifying, and 
encourages us to believe that, while probably 
no city in the entire country is confronted by 
as difficult problems along retail credit lines as 
those which confront the merchants of Los 
Angeles, we are on the high-road to a system 
for the encouragement of worthy applicants, 
and the failure to obtain credit upon the part 
of those who are unworthy to receive it, which 
will be second to none. 

There was a time when we feared to relate 
or report our own experiences for fear that 
they might help our competitor, and that 
thought is not entirely destroyed even yet. 

We are glad to observe that it is fast giving 
place to a bigger, broader spirit, which recog- 
nizes that what benefits one benefits all, and 
that co-operation is one of the most valuable 
assets at our command. 


NASHVILLE, TENN. 
(Courtesy of R. H. Poindexter, Nashville, 
Tenn.) 

The regular monthly meeting of the Retail 
Credit Men’s Association of Nashville was 
held at the Commercial Club, Thursday even- 
ing, October 8, at 6:30. As usual, dinner was 
served and the meeting held later around the 
table. The speakers of the evening were Tom 
Joy and Jonas Redelsheimer, two of the 
younger members of the Credit Association, 
young in years only, for both of them have had 
a great deal of experience since boys in taking 
up the work with their parents. 

Mr. Redelsheimer talked on the credit letter 
as used by the association, cited some instances 
where they had gotten better results than col- 
lection agencies, and at a very small cost, and 
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urged all the members to use them before 
putting accounts out for collection. 

Mr. Joy in his talk advanced several ideas 
that were later discussed and will be acted on 
later through committees. He urged more 
publicity in the way of notices in the paper 
the last of the month, educating the public to 
paying their bills more promptly, and in space 
given to write-ups of our meetings. He sug- 
gested that the legislative committee get busy 
on legislative matters that will need to come 
up at the next meeting of the legislature, the 
time of election now drawing near. He also 
suggested the discussion of a method in which 
cash customers would be given some prefer- 
ence in the way of returns, over charge 
customers. 

Mr. A. J. Johns, second vice president, had 
asked for his resignation to be considered. 
This matter was taken up, the resignation ac- 
cepted and Mr. Frank Braden, from another 
of the department stores, elected in his place. 

Several committees made reports, the mem- 
bership committee reporting several new mem- 
brs with a prospect of a number more by next 
meeting, the legislative committee reporting 
little work done so far, but expecting to get 
busy in the near future on legislative matters, 
especially in the formulating and urging passed 
a bill that makes prohibitive the passage of 
bad checks. He also said that the committee 
needed to safeguard the interests of the retail- 
ers during the coming legislature. 

The treasurer threatened to use strenuous 
means of collecting the year’s dues if some of 
the members did not remit to the secretary. 
The secretary reported more than half paid for 
the year ending June, 1915. 

Action was taken and a committee appointed 
to confer with the Associated Retailers at their 
next meeting concerning an article in the daily 
papers, stating that the city commissioners 
were going to make a ruling that their em- 
ployees must pay their grocery bills. One can 
readily see how unjust this would be to prefer 
the grocers over the other merchants who sell 
the necessities and allow credit for same. The 
chair appointed a committee to go before the 
next meeting of the retailers with a recom- 
mendation. 

The idea of a slogan in the shape of a cut, 
with the name of the Retail Credit Men’s 
Association, was also advanced by Mr. R. H. 
Poindexter. This cut would be used on all 
bill heads, and educate the people who buy on 
credit to the idea of a credit association, and 
co-operation among the credit men. The sec- 


retary was instructed to get up something and 
submit to the next meeting. 





ANNUAL ELECTION 


The Associated Retail Credit Men of Los 
Angeles 

On the evening of October 20th, 1914, amid 
much enthusiasm, the Associated Retail Credit 
Men of Los Angeles ushered in the third year 
of the organization’s history with a banquet, at 
which a complete new set of officers was 
elected. 

R. H. Mesick of Walter E. Smith Co. is 
the new president; W. G. Trimble of Bul- 
lock’s is the new vice president; R. H. Cantley 
of the Grimes-Stassforth company was re- 
elected secretary, and B. G. Voight of the 
California Furniture company continues as 
treasurer. 

Four new members of the board of directors 
were elected as follows: G. B. Logan of the 
firm of Logan the Hatter; F. E. Fielding of 
the Riverside Portland Cement company; F. 
E. Watts of Cunningham, Curtiss & Welch, 
and H. W. Fleming of Beeman & Hendee, 
while W. F. Jantzen of Jantzen Railsbach 
company and H. Victor Wright of Feagans & 
Co. held over on the board from last year. 

Retiring president, A. J. Pickarts, of Harris 
& Frank, reviewed the work of the past year 
in a brief speech. Mr. Pickarts, a strong 
leader, admired by all after his splendid year, 
turned the reins over to the new president, 
Mr. Mesick. 

Robert H. Cantley’s report as secretary was 
such a splendid and complete review of the 
proceedings of the past year, that E. M. Hitch- 
cock, past director, asked him who prepared it 
for him, but Cantley, with his ready Irish wit, 
came right back with a statement that he did 
not need to have his report prepared, because 
as secretary he had so much work to do for the 
association that he couldn’t forget a single 
event that had transpired. The laugh was on 
Hitchcock. 

W. G. Trimble, as chairman of the enter- 
tainment committee, in his report brought back 
many pleasant memories of past pleasures, and 
to show their appreciation to Trimble the 
members elected him to the easy job with all 
honors, that of vice president. 

F. E. Watts, like Trimble, received honors 
by being elected a director because of his good 
work as chairman of the membership com- 
mittee. 

Ben F. Gray, the legislative committee, ex- 
plained in detail in his report needed changes 


Keep the ball rolling. 
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OFFICE OF SECRETARY 
LAST-MINUTE APPEAL TO GET OUT AND HUSTLE 


Dear Credit Men and Credit Ladies: 


My supplemented page in the October Issue, entitled, ‘““My Last 
Shot for October,’’ obtained some results, but it seems that about four 
hundred members of our Association did not put much stress in my 
appeal. Our increase for October was about seventy-five new mem- 
bers. I requested five hundred. It appears to me that | will have to 
send out several hundred Big Ben alarm clocks to keep you alert. You 
may all be busy men, but none of you are busier than your Secretary. 

This is a live wire organization made up of wideawake men— 
men who realize its importance. I cannot understand where so much 
good is to be accomplished that you do not get the drift of my appeal. 

Our Association is endeavoring to give you a readable, double- 
barreled magazine once a month where in the past this bulletin was 
only issued every three months. Now it does seem to me that you 
might at your lunch hour or some other spare moment turn loose your 
gas bag in behalf of our Association and try and get one membership 
each month. I realize that when you joined our Association there 
was possibly nothing said about your getting new members, but your 
self-conscience and enthusiasm should tell you this. Our Association 
must grow. Our increase must be five hundred members a month. 
We cannot stop and rest if we expect to gain our National Slogan of 
Ten Thousand Members in 1915. Do not let yourself be one of the 
members who constantly say, “Let the Other Fellow Do It.’’ Dear 
credit men, swing on to the rainbow, get into the limelight and drop 


down at the next annual convention TEN THOUSAND STRONG 








and NO LESS. Fraternally yours, 
RETAIL CREDIT MEN’S NATIONAL ASSN. 
November Ist, 1914. H. B. RICHMOND, Secretary. 
ee St. Louis, Mo. ___191 





Pay to the Order of 


Stix, Baer & Fuller Dry Goods Co. 


(GRAND LEADER) 


: DOLLARS 


| HEREBY REPRESENT THAT THE AMOUNT DRAWN FOR IN THIS CHECK IS ON DEPOSIT TO MY CREDIT 
FREE FROM ANY CLAIMS 
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A splendid idea to prevent insufficient fund check passers—Put in force by W. A. Shurr of Woolf 
Bros., Kansas City, and later adopted by many of the large firms throughout the country. 
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HELP WANTED 


HELP WANTED—MALE 


Assistant Buyer and Manager, experienced in 
ladies’ and misses’ cloaks and suits. Must be high- 
grade man who has had experience in large depart- 
ment store. Position pays to start $150 to $200. 
Highest credentials and ability essential. CALI- 
FORNIA COMMERCIAL SERVICE CoO., Los An- 
geles leading employment experts, Brockman Bldg. 











Stenographer and general office assistant for 
large wholesale house. Must be man capable of 
taking 125 words per minute and have experience 
in credit department, prefer man experienced in 
machinery lines. $80 to $100. In reply give full 
particulars as to past employment, references, etc. 
Box L-72, clo Retail Credit Men’s Nat’l Ass’n., 345 
So. Spring St. 


Bookkeeper and stenographer, 28 years of age, 
desires permanent position with large retail firm 
or bank of Southern California. Eight years ex- 
perience, good ne, married. An interview is 
requested. clo Retail Credit Men’s Nat’l 


H. W., 
Ass’n., 345 So. Spring St. 





Cashier and credit man, 34 years of age with 
five years experience on Pacific Coast. Desires to 
locate in middle west because of wife’s health. 
Will start for $125. Unquestionable references fur- 
nished. Address D., clo Retail Credit Men’s Nat’l 
Ass’n., 345 So. Spring St. 





Accountant and cost clerk, experienced in ma- 
chinery lines, desires permanent connection. At 
present located in the middle west, but will go any- 
where, fare to be paid for interview. Have been 
commanding salary of $175 to $250 for past five 
years. . W., clo Retail Credit Men’s Nat’l Ass’n., 
345 So. Spring St. 





Assistant credit man and office manager with 
experience in large department store. Must be man 
capable of taking charge of large office, thoroughly 
conversant with methods of the leading houses. 
Exceptional salary to the right man. Address full 
particulars to W. R., clo Retail Credit Men’s Nat’l 
Ass’n., 345 So. Spring St. 





Have position for manager and buyer experi- 
enced in muslin underwear, corsets.and millinery. 
Prefer man under 40 years of age, unencumbered 
who can travel if necessary. Salary depends upon 
ability. Give full particulars in reply. All answers 
will be treated confidential. Address E. M., clo Re- 
tail Credit Men’s Nat’l Ass’n., 345 So. Spring St. 





SITUATIONS WANTED—FEMALE 

Stenographer and private secretary, 30 years 
of age, had eight years experience in bank and 
wholesale lines. Will start for $70 if opportunity 
for advancement is assured. Capable of meeting 
public. Prefer position in Los Angeles. Address 
S. E., clo Retail Credit Men’s Nat’l Ass’n., 345 So. 
Spring St. 





WANTED 
Position by thorough Office Manager, Account- 
ant and Credit Man. The very best of references 
furnished. Address C. E. A., care Retail Credit 
Men’s National Assn., 345 So. Spring St., Los An- 
geles, Cal. 





POSITIONS WANTED 


SITUATIONS WANTED—MALE 


Man who has held position as office manager 
and accountant for one of the largest wholesale 
firms in Southern California, desires permanent 
connection with responsible firm. Unquestionable 
credentials. Will start for $175 per month. Address 
reply to A. E. W., clo Retail Credit Men’s Nat’l 
Ass’n., 345 So. Spring St. 








The above service is free to members and employees. 





POSITION WANTED 
A thoroughly experienced credit man and 
office manager, for several years manager of 
one of the most progressive Women’s Specialty 
Stores in St. Louis, desires to make a change. 
Address R. C. M. N. A., Box 713, St. 
Louis, Mo. 


Employers desiring the services of 


first-class retail creditmen should use this Bulletin as it places you in immediate touch with 


trained experts. 














H. B. RICHMOND 


A. K. BRAUER BUILDING 
345-7 S. Sprinc STREET 


Credit Men’s National Association. 


copy to my address. 


Table of Advertising Rates Up 
to January 1, 1915 
Full Page, (1) Issue 
Yearly Contract ... 
Half Page (1) Issue.. 
Yearly Contract 
Quarter Page (1) Issue. 
Yearly Contract 5. 
These Rates positively expire 
January 1, 1915. 
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H. B. RICHMON 
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Los Angeles, California 








Los Angeles, Cal 


Editor and Publisher of the CREDIT WORLD, official organ of the Retail 
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in the CREDIT WORLD, - which the undersigned agrees to pay the sum of 


page, upon proof of publication of same, and delivery of one 
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1915—Booster’s Club—Ten ThousandMembers—1915. 




















THIS BULLETIN is published monthly, and 
contains matters of interest to every retail credit 
man. It alone is worth the cost of your annual 
dues in our Association. It may save you ten 
times that amount by the fact it has given you 
ideas regarding credit systems which you can 
apply to your own office. It may put you “wise” 
to some fraudulent check schemes or give you | 
the address of a “skip.” Aside from this, it is 
your duty as a credit man to increase the efh- 
ciency of your profession. If you area member, 
“Boost.” If you are not, join immediately. Send 
your application to H. B. Richmond, National 
Secretary, A. K. Brauer & Co. Building, 345 S. 
Spring St., Los Angeles, Calif. We want 10,000 
members by August, 1915. 

Membership, including subscription to the 
Credit World, $3.00. 


RetaiL Crepir Men’s NATIONAL ASS’N. 









































Lapel Buttons 


Bearing the insignia of our National Association may 
be obtained from Feagans & Company, Jewelers, Los 
Angeles, California, whose design for the National 
Emblem has been unanimously adopted by the As- 
sociation. 

These buttons are of 14-kt. gold and black enamel, 
the button back alone being plated, as is customary. 

An order for one hundred of these buttons has al- 
ready been received from President Woodlock, for 
the St. Louis Association. 

The Secretaries of the various Associations through- 
out the country are particularly requested to present 
to the members of their respective Associations the 
advantages to be derived from the general use of these 
buttons, and their attention is called to the fact that 
orders addressed to the National Secretary, H.. B. 
Richmond, Los Angeles, California, for quantities of 
ten or more buttons will be accepted at $1.25 each. 


DO IT NOW 


Feagans & Company will be pleased to immediately 
fill: the orders of individual members of the Associa- 
tion upon receipt of $1.50 each, the price of these 
buttons when singly ordered. 























